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Model 210 
HEAVY DUTY 


DE LUXE 


STANDARD 


STAPLER 


YEARS AGEAD IN DESIGN ..c PERFORMANCE 
The strikingly styled Arrow 210 is the most advanced @ NEW Advanced Features 
stapler to hit the market in years! So many wonderful new 


features like “Full Time” Staple Control . . . Visual Refill @ NEW Modern Design 


Indicator .. Multiple Stitch . . . ease of operation . . . @ NEW Exciting Colors 


perfect balance . . . make it truly an outstanding stapler SEE THIS NEW STREAMLINED 
' BEAUTY AT THE EASTERN 
smooth performance of the sturdily built Arrow 210! COMMERCIAL STATIONERY SHOW 


CANADIAN REP.: 
Gordon Lightstone 
1180 St. Antoine Street 
Montreal 3, Que. 


aa ag REP.: 
. M. Davis 


value! Every office will love the smart appearance and 





Sa 
BARROW FARSTENER COMPANY, (NC. 


1 JUNIUS STREET « BROOKLYN 12, N. Y. 





















170 No. Roberston Bivd., 
Beverly Hills, Calif. 
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EATO 


NEW! BRIGHTER WHITE 














in a new 
sales- 
engineered 

package... 


THE FAMOUS 
ERASE -WITHOUT- 
A-TRACE 
TYPEWRITER 
PAPER 













Available in 100-sheet Packets 
and Reams, in four popular 
weights, including Onion Skin. 


EATON’S CORRASABLE BOND 


Packaging Advance Eaton gives you massive 
NEW merchandising strength... sales-making 
CONSUMER-CONVENIENCES . .. POWERFUL 
display opportunities . . . IMPACT that creates 
impulse buying...built right into the virile russet- 
colored new Corrasable package. (Display it with 
the new teal blue Eaton’s BERKSHIRE package 
on aisle tables, gondolas, shelves and in windows 
—to trigger buying action. ) 


Product Advance This new sales-engineered 


package introduces a new, even BRIGHTER 
WHITE Cor’ra’sa’ble Bond... the unique and 
famous typewriter paper with the erase-without-a- 
trace finish. If you are looking for a real volume- 
seller, write Mr. L. G. Morris, Sales Manager, for 
samples of Corrasable Bond and details on profits 
and merchandising. 
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DESIGNED TO TELL...SELL...AND RESELL! 


The new Corrasable ream-box end-label makes 
selling easier... shows customers exactly 
what they are buying... name, grade, 
weight, finish and size of paper. And 
Eaton’s brand new package fea- 
tures ... distinctive design 

..» fumble-free fold-back, 
reach-in cover... descriptive 
contents band... bring satisfied 
customers back to you for more! 
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Berkshire 
Typewriter Papers 
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EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS * Showrooms: NEW YORK, 475 Fifth Ave. + CHICAGO, 6 N. Michigan Ave. 
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Dazzling new SPRINGHILL, BOND is 


actually whiter than pure white salt 


—YET COSTS NO MORE THAN “OFF-WHITE” BONDS! 


HEN YOU FIRST see dazzling new 
Wspringhil Bond, you sense your eyes 
are playing tricks on you. It’s so white! 
Then you hold a sheet to the light and 
you're really amazed. No watermark! 

The truth is, new Springhill Bond is 
whiter than any other unwatermarked 
bond paper on the market. A well-known 
research lab proved that new Springhill 
Bond was measurably whiter than salt, 
chalk, even surgical cotton ! 

But this remarkable new paper is more 
than just white. It’s level and uniform, 
too. And crisp. Just try to pick up a sheet 
without making a crackling noise! 


Compare Springhill Bond for whiteness, 
finish, opacity, and “crackle.” Once you 
do, you'll recommend it. 


Extremely printable 


We insure excellent results every time by 
cutting a sample ream from every reel 
and having it tested on actual printing 
presses. Springhill Bond is made to order 
for offset and letterpress printing. 

New Springhill Bond and Mimeograph 
are available in white and six colors in a 
complete range of stock sizes and weights. 
The Springhill line is also available in 
Duplicator and Ledger papers. 


Look for this attractive new design. Handy 
“zip” openers on 82 x 11 reams. All cartons 
polyethylene-lined to control humidity. 


INTERNATIONAL PAPER 220 East 42nd Street, New York 17, N.Y. 
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One. of the most common com- 
plaints from suppliers in certain DON FISCHER, Managing Editor 
lines is that dealers leave their BEN MARSH, JOSEPH W. FELL, Associate Editors 
ordering until the last minute. DR. G. B. CROSS, Consulting Editor 

In buying, as in selling, some HARRY RAMALEY, Production Manager 
planning is called for and effici- 
ent dealers make sure they order 


* 


DAVIDSON PUBLISHING COMPANY 
1 East First Street., Duluth 2, Minnesota 


| 
| 


‘sufficiently far in advance to be New York 1: Robert Shearman, 250 Fifth Ave., MUrray Hill 3-4723 
| well stocked for a busy trading Chicago 1: Art Wiggin, 221 North LaSalle St., CEntral 6-1600 


Los Angeles 34: Dick Meyer, 3137 Kelton Ave., BRadshaw 2-1456 


period, such as we face in the San Francisco 5: J. A. Converse, 274 Monadnock Bidg., YUkon 2-3039 


final months of 1959. 
Buying involves tricky factors 
such as trends of taste and fore- 
Masting the business climate. novemeer, 1959 CONTENTS vot.39,no.11 
' In some ways buying is like edit- 
‘ing a monthly publication, trying 
' to keep things moving when much 











‘of the spade work must be done Dear Reader 5 
‘long before the actual date of Capsule Comments 6 
publication. We know this isn’t New Products 9 


always easy, but it pays off in 
peace of mind when deadlines 
rush up at us. The same ulcer- 
free feeling must come to the 


Washington Letter 7 
In My Opinion Scns tia 19 
By Harold Shively 














stationer who has stocked his Toots For ihe noone Ps ; ps 
shelves well for the holiday shop- A Showroom & Service Center On Wheels 22 
ping season. Why We Sell Dictating Machines 24 
Getting back to buyers and the Mail Scale Opportunities 26 
busy time they have each fall, New York Welcomes Eastern Show of Shows Q7 
part of their job is made easier The Four Faces of Training 28 
because of the excellent opportu- By Gordon B. Cross 
: nities to learn about the products NSOEA Report ........... 30 
, available in the industry. Hun- News — People and Events $ 
dreds of seasonal and social items Views of the News ................. 50 
can be seen each spring at the Yours for the Asking 66 
New York Stationery Show. In Stationers Calendar .... eee. 68 
early fall, the latest stationery Classified Advertisements 68 
and office equipment products Reader Service ................ 69 
are shown in Chicago at the 


NSOEA exhibit and in New York 
at the Eastern Commercial Sta- 
tionery Show. 


i ‘ COVER PHOTO: Convenient portfoli f 
On pages 30 and 27 you will doc’ on-the-road letter writing v8 aan red 
find reports of the recently con- er aT many industry products which can be sold BPA 
cluded Chicago convention-exhib- — tee: he: eae ie eeaetien. 


it and the current Eastern show. 


* MODERN STATIONER is published monthly by Davidson Publishing Company, Publi- 

cation office, Duluth, Minnesota; Editorial and Executive offices, 1 East First Street, 

aches Duluth 2, Minnesota; Business offices, 250 Fifth Avenue, New York 1, New York; 

& om Marshall Reinig, president; Robert Edgell, executive vice president; Harold O. Shively, 





ssign. Handy vice president; Anita Reinig, secretary, Gene Kuefner, treasurer. Single copies 30c. 
s. All cartons Subscription rates, $3.00 per year; Canada and foreign, $5.00 per year. 
midity. 
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Your industry has grown with New York and the country, furnishing two of 
the most vital implements of American civilization — the carrier and repro- 
ducer of the written word.— Mayor Robert F. Wagner, welcoming Third 
Annual Eastern Commercial Stationery Show to New York City. 


“Due to the ever increasing volume of records production and communications, 
adequate filing space has become a problem to many types of businesses. 
Heretofore, most filing has been done on a square-foot basis with height 
limited generally to that of a five-drawer file. Necessity has forced many 
large organizations to consider filing in the cubic area, and divider-type shelv- 
ing appears to be the answer to this space problem.” — Remington Rand 
announcement. 


“All elements of business from production control to market planning have 
become dependent upon the ‘numbers game’ as practiced by the data pro- 
cessing machines, so we must expect an increase rather than a letup in the 
tremendous volume of paper processed through the machines . . . The real 
question arises how to handle already processed records.”—Benjamin Kulp, 
Wilson Jones Co. president, discussing nylon post binders. 


This will be the biggest year in the history of the portable typewriter industry, 
according to Emerson E. Mead, executive vice president, Smith-Corona Mar- 
chant, Inc. He predicts industry sales in 1959 will hit an all time high of 
1,200,000 portables, compared to an estimated 986,000 units sold by the 
industry in 1958. 


“The average retailer wants practically no inventory. The factory must do 
the warehousing and supply merchandise on special order, at the drop of a 
hat. He wants prepackaged goods that needn’t be opened, polished or even 
looked at; just take it off the shelf and ship it; or better still, have it drop- 
shipped to the consumer. If that’s what the retailers function is, maybe 
something quite different is needed to bring furniture up to the estate of 
prestige and importance and value that we think it should have in the con- 
sumer’s mind . . . It can’t be a one-way street, with the manufacturer pour- 
ing his efforts into all the pre-planning and pre-advertising only to have it 
come to naught at the final point of sale because of indifferent display and 
mediocre salesmanship.” — B. G. Mesberg, marketer of McCobb line, at 31st 
annual convention of Nat’l Assn. of Furniture Manufacturers. 


“Every month during 1959 has shown an increase in sales volume over the 
same month last year. For the six months ending June 30, 1959, the personal 
leather goods industry showed a healthy 9 percent increase in sales over the 
same period in 1958.”—Association News, Luggage and Leather Goods Manu- 
facturers of America, Inc. 


“Other chains have changed to junior department stores. We may have to 
do it. We have to have traffic, so we have to give the customers what they 
want. That’s why our move into soft goods. But there are limits. In our 
business a store can be too big. Some combination supermarkets and variety 
stores are too big. In some of them a woman has to walk two blocks to 
find what she wants.” — James T. Leftwich, former chairman of the board of 
F. W. Woolworth, eighth largest merchandising operation in the United 
States, quoted in Variety Store Merchandiser. 


Let them brag about atomic bombs and jet planes, the war never really be- 
came a big-time affair until the invention of carbon paper and rubber stamps,” 
says the Kansas City Star, in backhanded tribute to the stationery industry. 
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NOW—BOSTITCH CONTAINERS 
HELP YOU MATCH THE RIGHT STAPLER AND STAPLE— 
BRING YOU BRIGHT NEW DISPLAY IDEAS 


Bright Orange Identifies 
the Fast-selling Bostitch B8& Line 


B8R Choice of gleaming 
black and chrome or three- 
tone gray. The staple remover 


is attached. Handy Tan and beige—com- 


plete with wall bracket and 
mounting screws. Staple re 
mover attached. 


Traveler Pocket-size convenience 
—with rugged Bostitch quality. Staple 
remover and carry clip are attached. 


Containers of matching staples are coded 
in the same bright orange. Never a ques- 
tion of which staples go with the Bostitch 
B-Line. Boxes of 1000, 5000 and 10,000. 


eo ; 


Be sure to turn 





































Green Containers Identify 


the Bostitch B5 Stapler Line 





B5 Rugged, heavy-duty “master- 
piece of staplers.” Front load- 
ing. Easy operation. Tacks, too. 
In rich black and chrome and 
two-tone gray. 













H 







Also Deep Throat B5-12 and 
B5-18 Heavy-duty staplers also 
available with 12 and 18 inch reach 
respectively. 


Stap 






Famous “green box” B5 staples 
are in modern containers of the 
same attractive green as the B5 
staplers. The finest staples 

made, for all “standard” staplers. 












Bost 
stap 




















stap 


 - Mix or match Bostitch color-keyed staplers and staples 


to create endless new exciting displays 







... 








dar Free 
23 

On your shelves On your counters In your windows 
Witte... — , aa 
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Profits are faster and better with 


Call your Bostitch Salesman today. He’s listed under “Bostitch”’ 
in your phone book. Order an assortment of fast-selling Bostitch 
staplers and staples in their brand new color-keyed containers. 
And ask for your free displays, too. 










Standard Two-way 


Look—in the Blue 
Bostitch Container 


of numbers to make sure you're 
right. Just reach for the 


andsome B12 


ler with an Executive 


itch “blue box” standard 
les. No cross-checking 


les in the matching box. 










All around your store 


Extra excitement—and extra sales 
Feature dramatic Bostitch displays 


from your Bostitch Representative 
rd 


Par 
Pa 


= 
sg 
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copie 












BOSTITCH 


STAPLERS AND STAPLES 


931 BRIGGS DRIVE, EAST GREENWICH, RHODE ISLA 


Clinches permanently 
or temporarily 
according to setting 
Uses standard staples 
Modern styling in soft gro, 
and chrome 
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Office Desk Line 





















A new office desk concept that 
offers savings to both user and 
dealer has been announced by 
the Columbia-Hallowell Division 
of Standard Pressed Steel Co. 
Named Ampla, the new desks 
are the latest addition to the 
Columbia line of steel office 
furniture. Savings to the user 
are said to be as much as 20 percent in office space, made pos- 
sible by a design that eliminates the center drawer common to 
ordinary office desks. By so doing, Ampla makes the space- 
wasting “push back” area needed to pull out the center drawer 
available as additional usable space. Desks can be placed enough 
closer to pick up room for one additional unit in every five- 
desk area based on standard designs. Two shallow drawers in 
one pedestal replace the center drawer. Another advantage is the 
way the arms of executive swivel chairs fit freely under the top. 
Availability of Ampla desks in “knock-down” as well as “set-up” 
form afford savings to the dealers. (This is the first Columbia- 
made desk to be offered this way.) Knocked-down, the desks 
require about 40 percent less storage space than set up. The 
new desks can be ordered in 10 standard package models or 
separate components can be used to make 35 or more variations. 





Water Cups, Dispenser 2 


A unique “Dispenser Pack” forms a 
sturdy and attractive container of conical 
water cups. The flick of the finger, easily 
converts the packing tube into an attrac- 
tive cup dispenser. Cups dispensed in this 
manner are completely sanitary since no 
handling is necessary by transferring cups 
from pack to dispenser. The Sweetheart 
“Dispenser Pack” hangs easily and secure- 
ly by using a nail, hook, adhesive or tape. 
Requests for information and testing sam- 
ples are invited by The Maryland Cup 
Company, 1100 S. Eutaw St., Baltimore 
30, Maryland. 


Pen for Men 


A further step in the “genderiz- 
ing” of writing instruments has been 
made by the W. A. Sheaffer Pen Co. 
with introduction of a fountain pen 
designed and engineered exclusively 
for men. Called “Sheaffer’s PFM” 
(Pen for Men), it is larger in dia- 
meter than any Sheaffer pen since 
the first “White Dot” pens of the 
1920’s, and both cap and _ barrel 
have trim, modern lines. It features 

Nat a an inlaid point of palladium silver 
or 14-karat gold — the first fountain pen to have such an inlaid 
nib, the company said. The new pen retails the Snorkel pen fill- 
ing action but has over 30 per cent greater ink capacity than 
previous models. There are five models of the PFM pen, ranging 
in price from $10 to $25 and offering eight different point styles 
determined on the basis of special consumer preference studies. 
Matching pencils are priced from $4.95 to $10. 
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Fireproof Chest 


able records that cannot be re- 








The Ever-Safe Co., Division of 
the Schwab Safe Co., recently 
announced the addition to their 
line of insulated products a 
complete unit for storage of valu- 


placed. Two posting trays fit 
neatly in the insulated _fire- 
proof storage chest. The fire- 
proof chest has a Certified Fire 
Protection rate to withstand 1700° F. 
lock is standard equipment. 
of 2,000 ledger sheets. 


4 
’ 1 


A key 


Each posting tray has a capacity 


heat for 1 hour. 


Christmas Photo Album 5 


New from C. R. Gibson & Company, 
is an album for “Christmas Pictures”. 
Retailing for $2, it is individually gift 
boxed and packed in groups of six for 
display. Plastic spiral bound in wash- 
able, padded, simulated leather, each 
book contains 12 double acetate sleeves 
to accommodate 24 photos, size 3%4 by 
3% inches. 





Metal Cabinet 6 


A new 42”-high model has been 
added to the line of swinging- 
door cabinets of the Borroughs 
Manufacturing Co. The new 
cabinet, like its taller counter- 
parts, is 36” wide, in depths of 
18” and 24”, and has a central, 
single heavy duty handle with 
built-in lock. Doors have 3- 
point latching, and swing completely open for full accessibility. 
Shelves are adjustable on 2” 





centers without tools, nuts or bolts. 


Holiday Cards 7 


Barker Greeting Card Co. of- 
fers a new line of Halloween and 
Thanksgiving cards. The Hallo- 
ween cards are illustrated with 
ghouls, ghosts, goblins and witch- 
es. Thanksgiving cards are at- 
tractively designed and humor- 
ously done. 





Christmas Hostess Ensemble 8 
. : E. Errett Smith, Inc., offers 


an attractive gift package of 


holiday serving accessories. It 
includes a Gay Sleigh Bell design 
in full crepe napkins — 100 


Dinner size, 100 Cocktails — 
with 50 super-absorbant Coasters 
to match. They are handsomely 
packaged in a sleek black box 
with gold printing and acetate 





cover, retailing at $3.95. 


Norcross Solid Packs are stoppers 


Never before have Solid Pack lines been given such 
sure-fire promotion! Norcross will run four-color pages 
—full pages—in the November 2nd LIFE and No- 
vember Ladies’ Home Journal. Be sure you order 
plenty of these outstanding values to have in stock 
when Christmas card shoppers come hurrying in with 


the well illustrated Norcross advertisement in their 
hands. The joyous, charmingly designed Solid Packs 
of 25 cards and envelopes in the two advertisements 
will be priced at only $2 each. Be smart—see to it 
that supply meets demand. And don’t delay! Order 
promptly, so you'll be ready for early birds. 


Shown here in black and white are just a few of the attractive solid pack cards. All, of course, come in full color. 








for your early Christmas Shoppers! 





Emphatic reference will be made in the advertise- 
ments to the many other festive Solid Packs by 
Norcross, ranging from $1.00 to $4.75 for the 25 cards 
and envelopes. You’ll find customers thoroughly ac- 
quainted with the fact that Norcross cards are “‘at 
better stores everywhere.” Don’t disappoint them. Have 


ample stock in time for early Christmas shoppers. 
And remember: You can build inviting displays so 
easily with these dramatic Solid Packs—not the hit- 
and-run type of grab bag displays that are so preva- 
lent, but something really distinctive and arresting, 
that will be sure to sell your type of customer. 


There’s always something new from Norcross N ORCROSS 
Norcross Inc., 244 Madison Avenue, New York 16, N.Y. 
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THIS 
MONGOL 
BULLS EYE 
AD 
WILL 
APPEAR 
IN 











MONGOL 
IS 

THE 
NAME 
THAT 
BUSINESS- 
MEN 
KNOW 









T.M. Reg. 
U.S. Pat. Off. 


IF YOUR AIM 
IS ECONOMY 


WRITE WITH A 


MONGOL {j 


You'll recognize this pop- 
ular quality pencil by the 
bull’s-eye marking... 

“F” stands for FIRM. 
MONGOL/’s exclusive “F” 
lead is soft enough for 
smoother writing...firm 
enough for longer life. That 
spells economy ! 


WOODCLINCHED 








110th Anniversary, 1849—1959 


EBERHARD FABER 


WILKES-BARRE, PA. © NEW YORK ¢ TORONTO, CANADA 
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NEW PRODUCTS .... 
New Ribbon Line 


A premium line of “Sasheen” brand 
Christmas ribbon called the “classic 
line” has been introduced by Minnesota 
Mining and Manufactruring Company. 
The line consists of ten patterns and 
color combinations including a_ snow- 
flake pattern printed in heavy metal- 
lic silver on blue and on red; “season’s 
greetings” in silver on green and on 
red; four metallic stripe combinations 
consisting of silver on white, gold on 
gold, gold on green, and silver on red; 
and a silver and a gold. The ribbons 
are available in commercial size rolls. Twelve new designs also 
have been added to the company’s “Scotch” brand gift tape 
line, making a total of 23 decorative tapes for the holidays. 


. . . . ‘ ‘ 


Store Fixtures 10 

New Bulman wall and island units 
for stationery stores offer complete 
merchandising _ flexibility. Patented 
three-position shelves are bracketless, 
adjust to up, level or sloped position 
without nuts, bolts or tools and are 
perforated for instant glass binning 
Other features are drop-lock 16” or 21” 
canopy and base panels, adjustable top 
shelves, improved book insert, electro- 
static finishes in choice of colors and 
accessories. Bulman also offers spot 
merchandisers, checkouts and displays for special departments 
Further information is available from the Bulman Corp., Grand 


Rapids 2, Mich. 


Pencil Sharpener 11 

A practical and decorative desk top ac- 
cessory is offered in the glamour-styled 
pencil sharpener introduced by Pat Pro- 
ducts Division of Ketcham & McDougall, 
Ine. Constructed of solid brass, the Pat 
Sharpener is available in a choice of 
gleaming brass or bright chromium finish, 
and doubles as a handy paperweight. Re- 
placeable blade is hardened steel with 
keen honed cutting edge for sharpest pen- 
cil points. The black lacquered top is 
quickly removed for easy clean-out. 
Spare blade is included in retail price of $1. 





Card Game Accessory 12 


Something new and _ practical 
for the convalescent who likes 
card games is the Neva-Bored 
for playing solitaire without a 
table. The board holds cards 
neatly and firmly in place. A 
pleasant green color and light 
weight, this practical “get well 
card” retails at $2.98. 
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Dealer Name Plates 13 

Brilliant, color-fast, anodized, aluminum name plates for use 
as a trademark or insignia and for marking and decorating office 
equipment and fixtures are offered by Allied Decals, Inc., 8015-37 
Hough Ave., Cleveland, Ohio. Name plates are custom-made in 
all sizes, designs, and in one or more colors. They can be sup- 
plied in various types of adhesives for fast and easy application 
without screws or fasteners. 


(Continued on page 52) 
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OxFOR 
Order th 


Full-Line Oxford dealers 
will have the selling power 
of this new full-line Oxford 

filing supply catalog to work 
for them this fall. 





HOW TO 
THE RIG 


You can select the p 
making a simple list 
that will be placed uy 
records. For example 
refer to such records? 
be retained? How ma 
and what is your bud 

is available for recor 
Choose OXFORD STI 
for moderate to activ 
(or even current) re 
appearance; longer u 
Choose OXFORD S 

for less frequent r 
records. Takes less s 
and banked; rapid ass 
ance; moderate cost. 

Choose OXFORD §S 

FILES for low activit; 
greatest variety of si 
venience on shelving. 
to allow destruction o 
end of retention peri 
































W TO SELECT 
E RIGHT FILE 


n select the proper storage file by 
a simple listing of the demands 
ll be placed upon your non-current 
. For example, how often will you 
» such records? How long must they 
ined? How many files will you need 
at is your budget? How much space 
able for record storage? 

OXFORD STEEL FRONT FILES 
Jerate to active reference to stored 
nn current) records; “front office” 
ance; longer useful life. 


OXFORD STEEL CLAD FILES 
is frequent reference to stored 
. Takes less space, can be stacked 
iked; rapid assembly ; smart appear- 
noderate cost. 

OXFORD STANDARD SERIES 
for low activity, maximum capacity, 
t variety of sizes, pull drawer con- 
e on shelving. Cost is low enough 
vy destruction of file and contents at 
retention period. 


new file color— ()xford GREY 


ee ar 


Oxford Steel Front and Steel Clad Files 

will soon appear in modern grey. This change 
will not affect Standard Series files, which 

will continue to appear in natural board color. 








Locked t 
jurnishe 
FILES 
stacked 


STEEL FRONT 1:2 sizes 


Drawer Drawer 

Stock measure inside Stock measure Inside 

No. For records such as Helght Width Depth No. For records such as Helght Width Depth 
71A Letters 10% 412% 24 78A 5x8 Cards or Forms. 5% 8% 24 
72A Legal or Cap Size 10% 15% 24 79A *4x6 Cards (2 rows) 5 12% 24 
73A *Invoices, 2 rows 8x5 8% 10% 24 710A *3x5 Cards (2 rows) 4 10% 24 
75A Checks or Vouchers 4\ 9% 24 712A Deposit Slips 4\2 8% 24 
76A Checks or Vouchers 5 10% 24 713A 5%x8%2 or 6x9 Forms 6% 9% 24 
77A Tabulating Cards 4 7% 24 734A Ledger Sheets, 12x12 12% 12% 18 


STEEL CLAD 10 sizes 





Drawer Drawer 
Stock measure Inside Stock measure inside 
No For records such as Height Width Depth No. For records such as Height Width Depth 
71E Letters 10% 412% 24 77E  Tabulating Cards 4 7% 24 While 9 
72E Legal or Cap Size 10% 15% 24 78E 5x8 Forms 5% 8% 24 shelving 
73E *Invoices, 2 rows 8x5 8% 10% 24 79E *4x6 Cards (2 rows) 5 12% 24 ean be 
75E Checks or Vouchers 4) 9% 24 710E *3x5 Cards (2 rows) 4 10% 24 record | 


76E Checks or Vouchers 5 10% 24 713E 5¥2x8% or 6x9 Forms 6% 9% 24 


STANDARD SERIES 1:2 sizes 


La fii 
| 








-—- 
Drawer Orawer 
Stock measure inside Stock measure Inside / 
No. For records such as Height Width Depth No. For records such as Height Width Depth 3 
1 Letters 10% 12 24 7 Tabulating Cards 3% 7% 24 * 
2 Legal or Cap Size 10% 15 24 8 5x8 Cards or Forms. 5% 8% 24 ’ 
3 *Invoices, 2 rows 8x5 8% 10% 24 9 *4x6 Cards (2 rows) 4%. 12% 24 nga 
4 Checks or Vouchers 3% 9 24 10 *3x5 Cards (2 rows) 3% 10% 24 
5 Checks or Vouchers 4M 9 24 12 Deposit Slips 4M% 8% 24 3 
6 Checks or Vouchers 4% 10% 24 13 5%x8¥2 or 6x9 Forms 6 9 24 


* These files furnished with divider strip for 2 row filing. Double width forms may be filed 
merely by discarding the divider or placing it at the side to take up any excess width. 
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Locked together with Stak Clips and Battery Clamps 
furnished with each file, OXFORD STEEL FRONT 
FILES present a “front office’ appearance when 
stacked and banked on #B71 or #B72 file bases. 
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While more suitable for pull drawer convenience on 
shelving, OXFORD STANDARD SERIES FILES 
can be stacked 6 high, providing filing cabinet 
record storage at lowest cost. 


"@#e*r0aae 
aeeacaae 

| ae . 
Qgaaaaaineg 

eaacrrttii, 
il 


y = 


a 
/i*7 vein 


> 


) OXFORD STEEL CLAD FILES #710E hold 
names of READERS DIGEST subscribers. These 
files were chosen for their ability to withstand the 
constant handling required to maintain subscription 

s up to date. 
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The new, 56-page, four-color Oxford Filing 

catalog will be ready in the Fall . . . and for the 
time it will be available with Dealer a 
and Back and also two inside imprints! For the first 

time your Oxford catalog will do a double selling © 


The new catalog sells your concern! Every © 
time a camttaner lacks i his Oxford calalag i. 
he sees your name — and associates it with — 
“the first name in filing.” q 


4 


OXFORD, Garden City, N. Y 
QUANTITY COST 
lam a franchised Pendaflex dealer, and sell the Oxford 


general line. (If not, and you want to qualify for the 1000 13¢ EACH 
catalog, write for details.) 500 lé¢ “ 


}] Here is my order for catalogs. 200 18¢ = 


The imprint (Store name, address, telephone) should 
read as follows: 


NAME 


ADDRESS 
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Signature FIRST NAME 
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MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 
October 15, 1959 


A "call to arms" to retailers on Fair Trade has been issued by Rep. 
Oren Harris (D., Ark.), chairman of the House Commerce Committee and author 
of the Fair Trade Bill. 





"In order for the program to be successful it must rest on a broad 
base of public demand," according to Rep. Harris. "So I say to you to go 
forth and preach the facts about Fair Trade, dispel the myths about Fair 
Trade and urge its enactment upon your senators and representatives." 


Noting that the bill has been approved by his committee and will be 
pending before the House Rules group when Congress returns in January, Rep. 
Harris stated, "The primary purpose of the reported bill is to enact a 
federal Fair Trade law and thereby protect the small, independent business- 
man from the onslaught of unrestrained, cutthroat competition and retalia- 
tory price cutting of the large chain stores, department stores, mail order 
houses and discount houses which have been flourishing as a result of the 
breakdown of state resale price maintenance laws." 


Rep. Harris reported that in sample years a comparison of retail store 
failures between Fair Trade states and non-Fair Trade states showed that 
the increase in retail bankruptcies was less in the Fair Trade states than 
for the United States as a whole. 


Advertising, either for or against, Fair Trade cannot be deducted as 
a business expense, according to the Internal Revenue Service. A new IRS 
ruling states, "The cost of advertising to promote or defeat legislation, 
to influence the public with respect to the desirability or undesirability 
of proposed legislation is not deductible as a business expense, even though 
the legislation may directly affect the taxpayer's business." 








On the other hand, the ruling says that "a deduction will be allowed 
for cost of advertising which keeps the taxpayer's name before the public 
in connection ‘with encouraging contributions to such organizations as the 
Red Cross, purchase of U. S. savings bonds or similar causes." 


The new law enacted by Congress to curb taxation of interstate commerce 
by states will be attacked in the courts as unconstitutional by Louisiana 
and perhaps other states which have been levying such a tax. As the law 
Stands, Louisiana, for example, can no longer tax a retailer or other busi- 
ness in a neighboring state which does no more than solicit orders in 
Louisiana without maintaining sales offices or warehouses there. It also 
provides that states are tarred from billing firms for back taxes currently 








tte! fFOM Washington...ré 





prohibited under the law if the bills were not sent out before the statute's 
effective date of Sept. 14, 1959. 


Louisiana, which has been collecting from $750,000 to $1 million 
annually from its interstate commerce tax, will select a test case and 
rush it through the court system to the Supreme Court. Various business 
organizations have commented that the effects of the new law should be 
salutary, not only in money saved, but in reduced bookkeeping chores. 


A joint effort to measure the effect on business of last year's 
increase in third class postal rates is being conducted by the Commerce 
Department and the Small Business Administration. The Commerce Department 
recently mailed large batches of questionnaires to heavy users of third 
class mail. Samples were drawn from ho]ders of third class permits. 








The study was directed by Congress, which was chiefly concerned over 
the effect of the rise on small firms. It was asserted during debate on 
the legislation that for neighborhood stores, direct mail along with self- 
distributed circulars is about the only practical advertising medium. 


The two agencies are hoping to analyze the extent to which companies 
depend for advertising on bulk mail, the increased advertising costs re- 
sulting from the postal rate rise, steps taken to offset the increase in 
costs and changes in sales volumes. The information to be collected can 
be expected to influence Congressional policy on postal rates. 


Several proposals for projects to be carried out with the new research 
money it has received from Congress are being weighed by the Small Business 
Administration. Commerce Department's Office of Distribution has suggested 
that SBA try to find the extent to which -- through national advertising, 
modern packaging, etc., -- manufacturers have invaded the field of retail 
selling. The Federal Trade Commission thinks a study should be made of 
consignment selling. Has such selling, an FIC official inquires, "reduced 
the areas in which retailers and wholesalers can exercise initiative with 
respect to (1) prices of products sold, (2) selection of suppliers, and 
(3) control of credit and terms of sale?" 








Another FTC official suggests that SBA determine the extent to which 
small companies are restricted in buying and selling goods and services. 
This would include the pinpointing of devices by which freedom is curbed 
and an appraisal of their effectiveness. Another study proposed by the 
same official would be a comparison of the costs and prices of small and 
large retailers. 


Sen. Hubert Humphrey (D., Minn.), chairman of the Retailing Subcom- 
mittee of the Senate Small Business Committee, reports that there is grow- 
ing interest in a proposal for some form of lease insurance so that small 
retailers will have a chance to move into shopping centers. He stated that 
before the developer of a shopping center can get financing, banks and 
other lending companies require that the developer line up some 70 percent 
of the proposed floor space with tenants having a net worth of at least 
$1 million. Additional hearings on the proposal are likely next year. 








Following the latest rise in bank interest rates and the general 
pinch of tight money, many retailers have complained that they found it al- 
most impossible to obtain credit for expanding Christmas inventories. A 
House Small Business Subcommittee is expected to resume hearings next year 
on the increasing difficulty small firms have in obtaining capital. 

















title o 
the Se] 
ican 


physic 


ing, wl 
paper 
present 
film at 
The 
cussed 
norma! 
store 
cases, 
folders 
pointm 
bind 
paper 
The 
annual 
dustria 
in the 
theme 
salesm 
some 
at his 
them 
Asid 
for sal 
it is 
on a 
ers’ pr 
which 
pages 
Salk 
pect 
count) 
tion o 
ket. 
attorn 
consul! 


MODER: 





«| bow You Can Organize Your 
"Sales Equipment” is the 
title of an eight-page article in 
the September issue of The Amer- 
ican Salesman. It’s about the 
physical equipment used in sell- 
ing, Which may range from simple 
paper and pencil to an elaborate 
presentation kit complete with 
film and music. 

The items of equipment dis- 
cussed in the article are products 
normally found in a_ stationery 
store — binders, brief bags and 
cases, portable filing cabinets, 
folders, loose-leaf notebooks, ap- 
pointment calendars, transparent 
binder sleeves and, of course, 
paper and pencils. 

These are tools for men whose 
annual sales volume in some in- 
dustrial fields may be measured 
in the millions of dollars. The 
theme of the article is that a 
salesman’s success depends, to 
some small degree, upon the tools 
at his disposal and how he uses 
them 

Aside from the lesson this holds 
for salesmen in our own industry, 
it is an interesting commentary 
on a growing market for station- 
ers’ products—the “mobile office” 
which is discussed .on following 
pages. 

Salesmen calling on one pros- 
pect after another all over the 
country make up the biggest por- 
tion of this “mobile office” mar- 
ket. Also included are architects, 
attorneys, engineers, researchers, 
consultants, reporters and_ bus- 
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Thoughts While Traveling 


Four walls do 
make, nor swivel 
chairs a sage to parody John 
Dunne. They carry their offices 
with them, in their heads, their 
pockets, their brief cases, cars and 
hotel rooms. They all 
paperwork. 


iness executives. 
not an office 


have 


Yet these are all people whose 
time on the job is important and 
expensive. 
the figures 


You’ve probably seen 

showing how little 
time each week a salesman spends 
in actual face to face contact 
with prospects. 

Therein lies opportunity for 
stationers. We have the tools 
that can save time in the “mobile 
office”, improve its efficiency and 
boost its productivity. Anything 
from a gadget to a complete sys- 
tem that will improve the output 
of such high priced talent is sure 
to be well received. It’s pretty 
much a matter of showing the 
product and explaining its use to 
the right people. 

The selling profession, you are 
no doubt aware, has grown tre- 
mendously in stature in the past 
With production lines 
running smoother and faster than 
ever, attention has been focused 
on marketing, selling and distri- 


decade. 


bution in a big way. Any pro- 
duct that will help sell or make 
salesmen more efficient will find 
willing buyers. One sales manag- 
er has even suggested a “brief 
case drill” to make sure that field 
men use their equipment prop- 
erly. 

This calls for a close, new look 
at the stock room and the pros- 
pect list. As you review the situ- 
ation, ask yourself questions like 
these: 

Which account ought to fur- 
nish its salesmen with specially 
designed cases? What can I of- 
fer the construction company’s 
field engineers to make their work 
sasier? Whose salesmen carry 
stacks of frayed literature that 
should be in presentation binders 
and sheet protectors? What kind 
of a mailing piece, newspaper ad 
or window display can be made 
of the various accessories for 
traveling men? Which filing cab- 
inet or indexing material works 
best in the trunk of a car? What’s 
the markup on our best attache 
case? 

A little reflection should go a 
long way toward uncovering many 
profitable sales in the “mobile 
office” area. 
























































Many of our industry's products are 

finding new uses in the field and on 

the road. An examination of this 

largely untapped market may open 

some eyes to a new source of profit- 
able sales opportunities 


Mobile 
Oftice 


}t is natural to think of office 
supplies and equipment in 

, , : terms of their use in the office. 
A saver ft camino ore erate, which permit eceenen But there is a growing demand 
for office equipment to use away 
from the office. 

A good deal of attention has 
been focused in the past year on 
the office -in-the-home for the 
hundreds of thousands who take 
paperwork home in the evening 
and for the millions who are lost 
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in a sea of ordinary (and essen- pen and pencil holders. 
tial) household records. Various filing units have also 
A similar sales potential exists been adapted for use in automo- 
in the “mobile” or “portable” of- bile trunks and in station wagons. 
fice among traveling business and The sale of dictation equip- 
prof ssional men, salesmen, field ment for use by salesmen, insur- 
workers, researchers and even ance adjustors and_ professional 
commuters. New products are be- men such as lawyers and doctors 
ing designed especially for these and other men on the move is 
people on the move, and old pro- helping the dictating machine in- 
ducts are being adapted for their dustry set new sales records. A 
use. few of the dictating machine lines 
“Mobile offices” may consist of now include self-powered portable 
as little as the pen and _ pocket models. New recording mediums 
secretary in an executive’s suit- are easy to mail or file. 
coat or as much as a fully fur- There also are economical elec- 
nished office on wheels of the tronic devices available for chang- 
type used on temporary jobs by ing 12 volt DC ear battery power 
construction crews. In some de- to 110 volt AC electricity 
gree, all of the mobile office peo- through the car’s cigaret lighter. 
~ ple use stationery and _ Office These power converters make sith elias ‘ab ad ‘diets. ens ae 
equipment products. All of them possible on-the-go operation of to send in more timely and more accurate 
are receptive to ideas that will not only a half dozen standard reports by using portable dictating equip- 
simplify their paperwork and dictating machine models, but — 
make their time on the road more also other electric office machines, 
productive. such as adding machines and cal- struction Co., third largest in the 
Many dealers are already sell- culators. The latter are actually industry, has found a ready way 
ing to companies which have used in the field by mobile ac- to file and protect working plans 
salesmen, adjusters or other field counting concerns who audit at the job. The company uses 
men on the road, working out of books on the spot monthly. well-equipped trailers as mobile 
their automobiles or hotel rooms. An especially large and grow- offices. There are desks, filing 
The companies are interested in ing segment of the “mobile office” cabinets and all that goes with 
tools to facilitate the work of market is said to lie in the con- them. Plans are bound into ver- 
these field men, to improve com- struction field. tical file binders and each trailer 
munications with them, and _per- Every builder and contractor is provided with wall mounted 
haps to improve the accuracy of has occasion to use working plans, racks especially designed to sus- 
their reports. blue prints or drawings at the pend the binders. Twenty such 
A number of manufacturers are job site. Materials of this kind “mobile office” trailers are used 
producing dashboard accessories are usually large and hard to by the company’s supervisory 
for people who work out of their handle. In a short time they may crews at various jobs in progress. 
cars. Small seale “desk tops” get torn and dirty, or so dog- Field studies made by one sup- 
which attach to a dashboard can eared as to be useless. Yet they plier indicate that equipment for 
be used as a writing surface or as are absolutely essential to effici- use away from the office repre- 
a typewriter stand. Some are ency in the field. sents new, profitable business for 
equipped with auxiliary tools As an example of what some dealers, usually in greater volume 
such as detachable clipboards and are doing, the Del E. Webb Con- than expected. Among the best 
ffice 
: in 
fice. 
and 
way 
has 
- on 
the 
take — 
ning Exterior and interior views show one of 20 mobile office 
lost trailers used by a large western construction company. 
(Photos courtesy Plan Hold Corp.) 
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prospects are heavy construction 
firms, builders and architect-engi- 
neering firms. These industries 
have daily use for plans, prints, 
drawings and maps away from 
the office and they are receptiv: 
to new equipment which makes 
their field operations more effi 
cient. 

Noting the vast national road- 
building program just getting into 
high gear despite regional  set- 
backs and delays, one manufas 
turer has designed equipment 
especially for use in this field. It’s 
a mobile file for up to 1,200 larg: 
sheets, combined with a folding 
table. 

A commercial  stationer can 
start to uncover other “mobile 
office” possibilities by checking 
the work habits of his own sales 
force and reviewing his present 
accounts. 

A brief listing of the products 
that have found mobile applica 
tions will suggest other potential 
sales. 

Writing Instruments. Pens and 
pencils are no doubt the most 
portable of all office tools. 
Some have special clips, 
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marking ability or other 


features that make them 
more useful to men on. th 
move. 


Blank Books and Loose Leaf. 


A variety of items in this de 
partment is 
mobile workers — pocket sec- 
retaries, appointment books, 
expense records, address and 
telephone directories, memo 
books and calendars. 


Portfolios. Writing paper and 


envelopes are available in 
conveniently arranged — port- 
folios for those whose corres- 
pondence is conducted in the 
field. Some of the new car 
bon sets are pre-packaged in 
compact units especially de- 
signed for people who write 
on the run. 


Leather Goods. The rapid rise 


of the attache case and the 
continued use of brief cases. 
brief bags and sample cases 
makes this area an important 
part of the “mobile office” 
market. New materials, new 
hardware, new pocket ar- 
rangements and other inno- 
vations in these products are 








available for 
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constantly suggesting ney 
uses. A big item with many 
dealers last year at this tim: 
was a sun visor attachment 
which combined memo _ pad, 
pencil holder and cig iret 
case. 
Machines. Portability is 4 
much advertised feature jp 
typewriters and _ dictating 
equipment. If the customer's 
job demands it, a dealer can 
also offer adding machines, 
duplicators and copying ma- 
chines with the same feature, 

If continued in detail, the list 
would be a long one. And it cer- 
tainly would include such items 
as clip boards, drafting supplies, 
fasteners and filing supplies, espe- 
cially card files. 

Consumer mobility is an out- 
standing mark of modern Ameri- 
ca. This mobility has been out- 
lined in six areas — geographical, 
economic, and occupational mo- 
bility, product mobility, social mo- 
bility and idea mobility. To these, 
the stationery and office equipment 
dealer can help add a seventh— 
on-the-job mobility for white col- 
lar and professional people. 
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A Showroom 


\ salesman can usually call on 
his trade, but a serviceman 
must often wait for his customers 
to call him. Being a sales and 
service representative for several 
office machine lines requires both 
of these activities, sometimes at 
the same time. 

As sole owner and _ serviceman 
of Byars Office Machines in 
Cleveland, Tenn., Ron J. Byars 


Behind the wheel of his sales and service 
department on wheels, Ron Byars prepares 
to make his next stop on a_ prospective 
customer. 
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new was concerned about finding time 


Many to :iake sales calls and, at the 

time sam--time, keeping current on 
iment serv ce orders. Demonstrating an add- 
) pad, A great deal of travel time and ing machine, Mr. By- 

aret othir unproductive hours were in ae ere 

eliminated last January when he and away from office 
Is a purchased and equipped a 19-foot distractions has been 
. . a boon to sales. 
Ire in walk-in van to bring sales and 
‘tating service right to the customer's 
omer’s doorstep. The new truck is fully 
Pr Can equ sped with tools, work bench 
‘hines, and storage space for parts. In 
2” Ma- uldilion, enough room is left over 
ature, to carry several display models 
1 list of various machines. 
it cer. Now the business ts fully mo- 
items bilized. The faster, more com- 
pplies, plete service has won more main- 
, CSpe- tenance contracts than ever be- 
fore. 
1 out- Nor are sales neglected. With Aside from its other OFFICE | 
\ meri- the van, Mr. Byars can invite gg Age Mes : Si SERV 
‘ vides Mr. Byars with . sa BLEUE 

1 out- prospective chents into the mo- an excellent and eco- : omen 
phical, hile display room (away from his ee a: Oe oe ~ i ATS 
| mo- office distractions) and  concen- ; 
al mo- trate his entire” efforts on the 

these, lemonstration. The roomy clean 
pment surroundings plus an air blower 
‘nth— system has as much to offer as 
¢ ¢col- Many showrooms. 


“Because IT am able to carry 
several models at one time,” says 
Mr. Byars, “the chance is lessen- 





(Photos courtesy Victor Adding Machine Co.) 
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Mobility in our own industry is becoming more common 
among business machines service departments. Here's 
how one dealer cut overhead while boosting sales 


and service contracts 50 percent or more 


n {and Service Center on Wheels 


all on 


ed of being caught short or with- full-time clerk to stay in the store the truck and have become a fa- 
cman out an alternate model if the first while I was out on ealls, and miliar site to the 12,605 citizens 
omers one does not meet the customer's automobile expenses. Today the of our city. When they see the 
and requirements. care and operation of the truck familiar green and grey colors 
— ‘There have been cases where is the lone expenditure. coming down the street they 
oth my showroom demonstration for With sales almost one and a know that first class service is 
es at a cash register has resulted in the half times as much as last year on the way,” Mr. Byars says. 
ae sale of an adding machine-cash and maintenance contracts 66 per “At present we plan to install 
. register combination because the cent over the 1958 total, the van a two-way radio so that calls 
mile adding machine just happened to all put paid for itself in less than coming into my home can be im- 
; be in a prominent location while half a vear. mediately dispatched to the van 
I was talking about the register.” Aside from its other advan- and we can continue to stand by 
Overhead expenses were also tages, the Byars van serves as an our reputation of selling only the 
service cut by the acquisition of the mo- excellent form of advertising. best equipment and __ providing 
pene bile unit. Before costs included “Our name, address, and phone the fastest, most efficient service 
rent, heat and power, water, a number appear on both sides of in town.” 
1959 
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Servicing electronic dictating machines re- 
quires a little extra instruction for typewriter 
mechanics, but otherwise presents no great 
problems, according to Bill Fernandez, Cali- 
fornia dealer. 


rgvhe fact that dictating ma- 
e pene have attachments 
which enable them to be used in 
cars gives us a particularly wide 
field of potential sales to explore.” 

This is the view of Bill Fer 
nandez who, with his brother Al, 
owns Tiernan’s Office Equipment 
in Santa Ana, Calif. The com- 
pany offers full lines of office 
machines and furniture. Three 
and a half years ago the brothers 
secured a dictating machine fran- 
chise from a wide area of Orange 
County, California. Now dictat 
ing units account for an impor- 
tant part of their machines bus- 
iness. 

“A salesman with a big terri- 
tory,” continues Bill Fernandez, 
“must make out reports in the 
evening for the home office, a 
long and tedious chore. With a 
dictating machine in his car, he 
‘an make spot reports in his ‘mo- 
bile office’ as he drives from one 
location to another. Instead of 
compiling a written report, he 
merely mails the tape, belt, disc 
or magnetic sheet to his home 
office where it is transcribed. 

“A sales manager who wants to 
give information or instruction to 
his salesmen can record his mes- 
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A California dealer gives a glowing report on the dictating 


machine market, both among mobile users and in offices 


hard pressed for good stenographic help. He describes a 


few selling techniques that have worked well for him 


Why We Sell 


sage, mail it to the men, and have 
them hear it in his own 
One of our customers is a com- 


voice 


pany which makes concrete 
blocks. Its sales manager insists 


that every salesman have a dic- 
tating machine in his car.” 

The time will come, Mr. Fer- 
nandez believes, when all big cor- 
porations which require daily re- 
ports from salesmen, to be com- 
piled in the evenings, will turn 
to dictating machines. 

“They will realize,” he 
“that the salesmen will save val- 
uable time not having to knock 
off early to make out these re- 
ports, which always seem to be 
a sore spot anyhow with sales- 
men. Dictated reports will be 
more accurate and much 
complete, containing the little de- 
tails that are important to sales 
managers. 

“Also, an insurance adjuster 
out in the field no longer has to 
trust his memory if he has a re- 
corder or dictating machine. He 
can either take his machine out 
of his car and record the entire 
conversation or, if some individ- 
ual balks at this, he can return 
to car immediately after an inter- 
view and dictate the details while 
they are fresh in his memory. 

“For the surveyer, a machine 
attached to his car by an exten- 
sion cord supplies him with a 
portable mike, permitting him to 
record his findings and relieving 
him of the need to have an assist- 
ant to jot them down for him.” 


says, 


more 


Because of the “mobile office” 
potential and regular office needs 
of businessmen, the dealer who 
neglects dictating machines js 
overlooking a good bet, according 
to Mr. Fernandez. 

One of the first questions that 
comes to mind when a dealer 
contemplates stocking and selling 
dictating machines is, “What 
about servicing them? What kind 
of a service department must be 
set up?” 

“We haven't encountered many 
service difficulties,” says Bill Fer- 
nandez. “During our early stages 
one of our service men would go 
to the factory men when any de- 
tail came up that he wasn’t sure 
about. Because the machines are 
electronic instruments, a_ regular 
typewriter mechanic needs special 
instruction in servicing them. He 
can get this from the factory or 
distributor. We employ 12 serv- 
ice men, and two of them can 
work on dictating machines.” 

Then there’s the question of 
salesmen. Are specialty salesmen 
needed to sell the equipment or 
can a dealer’s regular salesmen 
handle the line? 

“The recording machines are so 
simple to demonstrate that all 
our regular salesmen at Tiernan’s 
are now capable of selling them,” 
the California dealer reports. 
These are the same salesmen who 
sell adding machines, calculators, 
copying machines and _ duplica- 
tors. 

Are there any special problems 
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he will soon get a feeling of con- 
fidence. The fact that he can 
make corrections and listen back 
to them contributes to this.” 

To the type of businessman 


nasa who habitually makes a rough 
' \ draft before dictating to his sec- 





that present themselves in_ the 
selling of dictating equipment? 

“Yes,” Bill Fernandez says, 
“there’s a type of businessman 
who normally speaks or dictates 
freely, but who becomes tongue- 
tied when he tries to talk into 
a recorder. A sheer case of mike 
fright. He admittedly needs a 
dictating machine and knows 
that it would pay for itself in the 
time it saves, vet he’s afraid to 
use it, 

“In a case like that we gener- 
ally get him to try it with the 
mike on his desk, not held in his 
hand. In fact, for ease in dictat- 
ing it’s a good idea to tell any 
prospect to sit back in his chair, 











retary, it is wise to suggest, “Do 
A ‘ 


a the same with the dictating ma- 
chine as you are doing now. Hit 


be fat ) the recording button and _ read 
oo from your draft. But after a 


L while you'll find that you no long- 
- ~ 
7 “ = 





feel relaxed and talk, using the 
mike on the desk and holding in 
his hand the papers relative to 
the subject he is talking about. 
Even experienced dictating peo- 
ple use the desk mike and have 
papers in their hands. 

“Tf this doesn’t put the pros- er bother to make the draft 


pect with mike fright at ease, we You'll ask yourself, ‘Why should 
suggest that he make a_ rough 1 bother to write it down first? 
draft of the material and read 1 can erase anything on the tape 
from the draft. We then have just as well as I can erase it on 
him listen back to what he has paper’.” 

read. That way he gets the feel In Bill Fernandez’ opinion, the 
of it. He may say that having most persuasive argument in fav- 
to make a draft defeats the. pur- or of the machines is time saving. 
pose of the machine, but we as “In most offices,” he says, “one 
sure him that after we install the girl is the secretary and also does 


machine on a 10-day trial basis. 


(Continued on page 66) 

















Salesman, standing, explains the operation of the machine before Bill Fernandez, co-owner of Tiernan’s, says dictating machines are 


inviting a prospective customer to lean back, relax and dictate. just the thing for businessmen who have trouble finding good 
For those with mike fright, Tiernan’s suggests using o desk mike stenographers. His salesmen also stress the time saved by noi 
instead, leaving the hands free and the user at ease. tying a girl down with shorthand duties. 
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Putting postage on letters and 

packages is pretty much of a 
“heads you lose, tails the Post 
Office wins” proposition. 

And it’s to a_stationer’s ad- 
vantage to stress this fact, nol 
only in his own operation but in 
his calls on customers who rely 
on him 
efficiency. 

Arthur Sanders, executive sec- 
retary of the Scale Manufacturers 
Assn. points out that if, 
of an inaccurate scale, too much 


to provide postal scale 


because 


postage is put on mailed items, 
the mailer never learns of it. Cer 
tainly there is never a refund. On 
the other hand, 
can be 


important mai! 
seriously delayed if too 
little postage is put on a package 
or letter. Or recipients, such as 
valued customers, are apt to be 


faced an opportunity many were 
quick to take advantage of. 

The new postal rates gaye 
them a great talking point fcr the 
replacement of scales and the sale 
of new scale computing charts, 

Continuing rate changes in cer- 
tain classes of mail, the threat 
increases, and the 
public’s new awareness of mailing 
costs have kept the opportunity 
alive for stationers. 

In addition to installing cur- 
rent computing charts, a ste tion- 
ery salesman should actually test 

to see if 
Unless scales 
accuracy test, 
in good conscience scale users can 
be told it would be more profitable 
for them to be replaced. 

Hundreds of thousands of post- 


of new rate 


the customer's scales 
they are accurate. 


can meet a close 


Mail Scale Opportunities 
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As customers say goodbye to the low mailing 
rates of yesteryear, stationers can say hello to 
postal scale profits because the public has be- 
come more conscious than ever of mailing costs 


annoyed with “postage due.” To 
avoid this, niany employees put 
on an extra stamp in borderline 
cases, if they are not sure of their 
scales. In the course of a year, 
an extra stamp may be put on 
thousands of pieces of mail “just 
to be sure.” 

Does this seem too trivial to 
bother about in these days of ris- 
ing postal rates. It’s not. A 
medium-sized business may mail 
120,000 items a year. If only 10 
percent of these items of mail 
are “borderline,” putting an extra 
stamp on them would cost almost 
$500 yearly under current 
That’s an extra four cents on 
every overstamped item. These 
extra stamps are multiplied into 
large sums with unreliable scales. 

When the three-cent stamp, an 
important piece of 
was demoted last year and_ the 
letter rate boosted along with 
other rates all along the line, sta- 
tionery and _ office 
dealers who sell 


laws. 


Americana, 


equipment 


postal scales 


been in use for 
without 
Many have 
through long use, 
because dirt or other 
foreign matter has clogged their 
inner working parts. The owners 
of such scales would find repair 
or replacement a real economy. 
Seales, like other mechanical 
devices, do wear out. And, it is 
an unfortunate fact that mail 
scales are seldom serviced or test- 
ed for accuracy. 


al seales have 


many years service or 


inspection. become 
inaccurate 
abuse or 


Why is postal scale accuracy 
so important? With mail charges 
up 33 percent and even more in 
some cases, it becomes increasing- 
ly more important to avoid pay- 
ing too much postage—a com- 
mon mistake. An accurate scale 
can make important 
mailing perhaps even 
enough to offset the increases in 
mailing charges. 

Mailing procedures need not be 
a game of “heads you lose, tails 
the Post Office wins.” 


savings In 
costs, 
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4 full house with close to 250 

exhibitors awaits dealers at 
ihe Third Annual Eastern Com- 
mercial Stationery Show — being 
held in New York October 17 
through 20. 

The four-day “sectional 
of trade-wide importance” had 
signed up more than 200 exhib- 
itors with several weeks remain- 
ing. Carl C. Judkoff, general 
chairman, said then that the com- 
mittee expected to have all thi 
space taken by 240 to 250 manu- 
facturers. 


show 


The fast-growing exhibit occu- 
pies three floors of the New York 
Trade Show Building on Eighth 
Avenue between 35th and 36th 
Streets in New York City. 

Sponsored jointly by the Sta- 


tioners Assn. of New York and 





EXHIBIT SCHEDULE 
Saturday, Oct. 17— 
12:00 Noon to 7:30 P.M. 
Sunday, Oct. 18— 
12:00 Noon to 7:30 P.M. 
Monday, Oct. 19— 
2:00 P.M. to 10:00 P.M. 


Tuesday, Oci. 20— 
2:00 P.M. to 9:00 P.M. 











the Metropolitan Travelers Club, 
the show is intended primarily to 
give dealers and dealer personnel 
of 13 Northeastern states a 
chance to see the wide range of 
industry products available. Deal- 
ers from many other states and 
foreign countries have also at- 
tended in the past. 

Attendance at the first Eastern 
Show was just over 3,000. Last 
fall it was 5,070. And this year 
the sponsors expect a 40 percent 
gain in attendance to a total of 
at least 7,000. 

Admission to the show is free 
for dealers, their personnel, and 
dealer customers or prospects who 
are accompanied by a dealer. 

Each day during this 
“show of shows” two sets of tick- 
ets to a Broadway hit show are 


year’s 
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New York 


Welcomes Eastern 






‘Show of Shows’ 


A regional exhibit opening Oct. 17 for com- 
mercial stationers in the Northeast has doubled 
in size since its first show two years ago 


being given away in a drawing 
open only to dealer personnel. 

The schedule calls for 30 hours 
of exhibit time spread over the 
afternoons and evenings of four 
days. 

Robert F. Wagner, mayor of 
New York, welcomed the exhibit 
with a fitting tribute to the in- 
dustry’s role in the 
life of the big city. 

“The manufacture and sale. of 


commerciat 


items is an old and 
honored profession in this city,” 
he said. “Only 
fice had occasion to pay tribute 
to the oldest’ business establish- 
ment in New York City to carry 
on under the same name. It was 


stationery 


recently my_ of- 


a print and stationers’ shop start- 
ed more than 184 years ago, one 

before the Declaration of 
Independence. Since 


yvear 
those days 
our country and this city have 
grown beyond the boldest dreams 
of their founders and your in- 
dustry has grown with it furnish- 


ing with even greater perfection 
two of the most vital implements 
of American 


carrier and 


civilization the 
reproducer of — the 
written word. 
“Today as the greatest center 
of manufacture and business ad- 
ministration, New York City ts 
more dependent than ever on the 
services of industry. We 
take pride in the fact that our 
city is not only the greatest mar- 
ket for stationery products but at 
the same time the largest center 
for their manufacture and distri- 
bution. 


vour 


“No other city for example in 
the world can claim I am_ sure 
1,000 stores 
specializing in the sale 
ery products, with annual 
of nearly $65 million, in addition 
to thousands of other shops sell- 


to have more than 
of station- 


sales 


ing stationery as a side line 
I wish you success in your pro- 
ceedings and further 
the years ahead.” 


growth in 


Metropolitan Travelers and members of the Stationers Assn. of New York share the com- 


mittee duties for the Eastern Commercial Stationery Show. 


Left to right in the front row at 


a committee meeting are Irving Judkoff, advertising and publicity chairman; Jerome J. Sav- 
age, exhibits; James T. Hurley, sales; Martin M. Moldow, co-chairman; Mrs. Sophia Ehrlich, 
executive secretary; Carl C. Judkoff, general chairman; Harold Hein, budget and finance; 


Herbert Grayson, finance. 


and Sam Levine, advertising and publicity. 















In the back row, left to. right, are Milton Stone, sales; Manny 
Klein, sales; William Lowenthal, co-chairman; 


Emil Contreras; George Reichman, exhibits; 





ATTITUI 


The 
Four Faces : 
of 
Training 


Product knowledge and selling techniques make up only 
half of a good training program. In addition to skill and 
knowledge, an employee needs the right attitude 


toward his job and good work habits. These, also, can 
be the result of proper training. 


* Sy Gordon S. Cross, Ph. D. 
¥ Consulting Editor 


SKILL 
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«’ ometimes it seems that more 
e, words have been written on the 
subject of training than on any 
other activity in the business w: rd. 
Yet in spite of all this deluge of 
written material, performance rec- 
ords in this area are far from being 
perfect. Good training for employees 
is a desirable thing and yet it is not 
at all easy to achieve. There are a 
few important points which can be 
presented here which should help to 
put training in its proper perspec- 
tive. 

The purpose of training in any 
business organization is to develop 
and maintain an effective work 
force. In attempting to fulfill that 
purpose, most organizations have 
focused on the words “effective 
work” and have put their major ef- 
forts into trying to make their em- 
ployees more skillful in their as- 
signed tasks. This is a very desirable 
objective, but skill training does not 
constitute a complete program. 

Training is a process of develop- 
ment through which every indivi- 
dual member of an organization is 
motivated and encouraged to use 
the full potential of his abilities and 
skills in fulfilling his responsibilities 
and performing his duties. Thus we 
see that training deals with more 
than skill alone. It also deals with 
knowledge, attitude and habits. 

Let’s look at each of these facts 
of training and see if we can de- 
velop some fundamental truths 
about how training practices in each 
of them can be improved. 

Skill. Most trainers do a fairly 
good job of developing skills in thei: 
employees. The big problem comes 
in getting the employee to use his 
skills after he has acquired them. 

The methods used in training for 
skill development include demon- 
stration, practice, coaching and cor- 
rection. This sequence will be suc- 
cessful if the trainer does a good 
job of breaking the job down into 
its component parts when he dem- 
onstrates. If he is to be effective, the 
trainer must put himself in the posi- 
tion of the trainee. For example, a 
magician can demonstrate one of his 
tricks time after time, but unless he 
demonstrates each movement and 
explains its relationship to the whole 
stunt, no one in his audience -will 
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eve’ learn how to do it. It is not 
encugh to use words and describe 
ho. each step was taken, he must 
demonstrate each move carefully 
anc in the most elementary fashion. 

Some trainers seem to believe that 
they can impress their extreme skill 
in performing a complicated task. 
They think that it is effective to 
make the whole thing look easy. The 
trainer who shows off in this way is 
merely demonstrating his lack of 
skill as a trainer. He can confuse 
the trainee just as completely as the 
magician confuses his audience. 

Whatever the job may be, it must 
be broken down into elementary 
steps. Then build it back together by 
showing the employee how each 
step fits into the whole picture. It 
is the old technique of divide and 
conquer. It sounds like a system for 
training workers for an assembly 
line, but it works for any job from 
selling to clerical work. As long as 
we recognize that skill is only part 
of the problem, the skill can be 
taught in this way. 

Knowledge. In many kinds of jobs 
in our stores, knowledge is more 
important than skill. Or perhaps it 
would be more correct to say that 
skill is dependent upon knowledge. 
Customer confidence comes to the 
stationer whose employees know 
their business and their merchan- 
dise. 

The trainer in the field of knowl- 
edge is really an educator, but he 
does not have the traditional four 
years of school work in which to get 
the task done. He must narrow his 
field by clearly defining those things 
which it is important for the em- 
ployee to know. Then he has to find 
rapid and effective means for im- 
parting that knowledge. 

The methods used in developing 
knowledge are not the same as those 
which are successful in developing 
skills. Many errors have been made 
because this point is not clearly 
understood. Knowledge can best be 
imparted by lecture, visual presenta- 
tions, guided reading, and personal 
or group conferences. 

It is rather easy to spread knowl- 
edge, but it is very difficult to have 
the knowledge assimilated by those 
being taught. Whether or not we are 
successful in getting the employee to 
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accept and use the knowledge we 
offer him depends upon his frame of 
mind. This frame of mind is con- 
ditioned by the attitude of the em- 
ployee. 

Attitude. The element of attitude 
is one of the most misunderstood 
facets of all business activity. Too 
often it gets confused with outward 
behavior or conformance with rules 
and regulations. A zombie or a robot 
could have the correct attitude if 
that were all there is to it, but they 
would not make very successful 
sales and service employees. 

Then again, attitude is even more 
than morale. Morale may be noth- 
ing more than satisfaction with one’s 
situation at a given time. A group 
of happy morons might have very 
good morale, but they would not 
make desirable employees for ob- 
vious reasons. 

Having the right attitude in busi- 
ness means having a sincere desire 
to do a good job. It means being 
on the side of the boss. The really 
valuable employee is the one who 
acts, in a sense, as if the business 
belonged to him. This is a rare in- 
dividual, but he is what he is be- 
cause of his attitude toward his job. 
If he has this quality, he may be a 
much more valuable worker than 
another who may have far greate: 
natural aptitude for his job. 

Attitude training is very difficult 
indeed. It is obviously impossible to 
sit a man down and tell him you 
are going to train his attitude. Suc- 
cess in this area demands the most 
subtle type of approach. 

The most important force in at- 
titude training is the attitude of the 
trainer. No special sessions are held 
in attitude training, but the trainer 
who is a strong supporter of his 
employer will influence the attitude 
of a new employee all along the 
way. A trainer who is not sincerely 
happy in his job may turn out 
skilled employees who are actually 
dangerous to the future of the com- 
pany. In small organizations it is 
best to have as much training as 
possible done by the owner or man- 
ager. If this is not practicable, the 
choice of a trainer should depend as 
much on his loyalty as on his skill 
in imparting knowledge. 

The object of attitude training is 


to turn out an employee who realizes 
that his welfare will improve as the 
fortune of the company prospers. 
When a man or woman is convinced 
of this point, he will automatically 
make improvements in his skill and 
in his knowledge. 

Attitude training is extremely im- 
portant in these times when so many 
people feel that the world owes them 
a living. All employees should be 
made to understand that the boss 
has many headaches in the process 
of keeping his business alive and 
healthy. Employees who are kept in- 
formed concerning the fortunes of 
the company will often be eager to 
share in the problems and_head- 
aches. In other words, if you want 
an employee to be a company man, 
you must make him feel close to 
the company. Any employee who 
fails to take an interest in the com- 
pany when he has the opportunity 
will never become a good employee, 
and he should be removed from the 
payroll as soon as he can be con- 
veniently replaced. A bad attitude 
on the part of one employee is likely 
to spread and affect the attitudes of 
others in the organization. 

Habit. Habits are not developed 
through special training sessions any 
more than attitudes are developed 
in that way. Nevertheless, one of 
the most potent forces in the devel- 
opment of an efficient work force is 
the factor of habit. Since there are 
good habits and bad habits, this 
kind of training has both positive 
and negative phases. 

Training in skills of all kinds is 
one positive side of habit training. 
After all, a skill is a special kind of 
habit, but habit goes deeper than 
skill. An example of a good work 
habit can be found in the case of 
the salesman who always writes a 
clear legible order and includes all 
necessary information. Another 
salesman, who has picked up bad 
habits, may make an impossible mess 
of his orders. Very often the person 
with sloppy habits will do a slipshod 
job all the way. 

The so-called negative aspect of 
habit training comes in finding the 
bad habits of employees and then 
taking some positive action to re- 
place them with good habits. Habit 


(Continued on page 68) 
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Miss Chicago, Carol Rubin, formally opened the 1959 NSOEA exhibition with 


the help of (left to right, foreground) Ralph Lowe, convention co-chairman; 
John Fellowes, general chairman; and John Brain, NSOEA's retiring president 


a. nation’s economy will grow 
as much in the next ten years 
as it has in the past 25, and a 
stationer who started in business 
in 1935 has a chance to repeat 
an entire business career in one 
short decade, the 1960s. 

This was the challenging report 
heard by delegates to the 1959 
Convention-Exhibit of the Na- 
tional Stationery and Office Equip- 
ment Assn. at the Conrad Hilton 
Hotel in Chicago, Sept. 26-30. 
“decade of incen- 
tive” and automation’s opportu 
nities for the stationery and of- 
fice equipment dealer were among 
the top subjects covered at the 
convention, which drew a record 
total attendance of approximately 
15,000, ten percent higher than a 
vear ago. The exhibitor list in- 
cluded two to three dozen new 


The coming 


names and the show covered five 
floors of the hotel, including the 
seventh floor for the first time. 
Business was good. 

The preview of the coming 
decade offered by a market re- 


30 


search trio showed a, (1) popu- 
lation rise of 45 million by 1970, 
(2) a tightening labor market be- 
cause only one fourth of this pop- 
ulation gain will be in the 24 to 
65 “producing age,” (3) a flood of 
new products 
and development spending has 
jumped from $3 billion to $7 bil- 
lion in six years, and (4) an in- 


because research 


NSOEA Briefec. 


An elaborate, revolving ‘horn of plenty" 


For 


‘Decade 


Of Incentive" 


Attendance was up ten percent and buy- 
ing even more as stationers gathered in 
Chicago to lift the lid on Pandora’s box 
of wonders awaiting them in the next few 


years. 


crease in advertising because of 
the need for more efficient dis- 
tribution. 

To share in this growth, sta- 
lioners were told they will have 
to do planned marketing, which 
involves more than 
sales. It also 
realistic 


forecasting 
involves setting 
developing long 
range plans and providing the or- 
ganization for achieving them. 
Now is the time for dealers to 
decide what type of operation to 
have, what share of the market 
will be theirs, what shall be the 
scope of their product lines, and 
what is the nature of their com- 
petition, their financial limitations. 


goals, 


centerpiece added color to a Saturday 
evening President's Reception in the Hilton ballroom, a new feature of this year's 
show. 
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One special growth area, the 
field of office automation, was ex- 
amined in detail at the conven- 
tion. 

A team of management consult- 
ants cited an increase of 200 per- 
cent since 1956 in the number of 
“tab” rooms or areas where actu- 
al processing of data by tabulat- 
ing machines and electronic com- 
puters is done. There were 14,000 
such areas in 1956 and there are 
35,000 today. 

Computer sales have become a 
half-billion dollar market in less 
than five years and the field is 
just unfolding. The sale of sup- 
plies used in connection with the 


Mrs. Scott Summerfield’s, Inc., 
Akron, Ohio, receiving silver 
tray from Charles Mortensen of 
NSOEA, won the Clegg ad- 
vertising award for the second 
year in a row. 
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One of the big hits of the show 
was a model office supply and 
equipment store. Fixtures in 
the model store were sold with- 
in an hour and half of its 
opening to Wes Thomas of 
Findlay Printing & Supply Co., 
Findlay, Ohio. At least two 
other dealers bought new stores 
during the show. 


automated equipment increased 
from 86 million dollars in 1948 to 
210 million in 1958. 

Office supply and equipment 
dealers were alerted to the need 
for preparing themselves as a 
source for the essential supplies 
for automated equipment such as 
punched tape, standard forms, rib- 
bons, binders, magnetic tape and 
files and shelving to house the 
tape and cards. 

Examples were cited to show 
that the stationer can benefit 
from automation, but “he must 
begin by overcoming his fear that 
automation is to complex, that it 
is dominated by only a handful 








W. Neill Stewart, Jr., of Dallas and Ro- 
bert Sanford of Jacksonville exchange 
congratulations on their elections as pre- 
sident of NSOEA and vice president, dis- 
tributor division. 





A delegate from the 50th state, Ralph 
C. Honda, right, joins G. J. Aigner, cele- 
brating his 50th anniversary in the in- 
dustry, for coffee and donuts. 





Charles S$. Lough, Standard Office Supply 
Co., Boulder, Colo., pauses on his round 
of exhibits to catch up on convention 
news in MODERN STATIONER CONVEN- 
TION DAILY, 
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of companies, and that these com- 
panies will now and forever sell 


their products directly to the 
user”. 
“If the stationer can _partici- 


pate in this office machines revo- 
lution, if he can share in the tre- 
mendous new volume of business 
generated by automation of the 
office,” said W. Neill Stewart, Jr., 
new NSOEA president, “the fut- 
ure need not be a crisis, but rath- 
er the greatest opportunity we 
have ever had.” 

Sen. Hubert Humphrey told an 
overflow crowd at the opening 
luncheon that Americans should 
accept the Soviet challenge to 
compete in every area of peaceful 
endeavor and that, to succeed, we 
must learn more about the nature 
of competition. He said the nation 
would be in better shape if it spent 
as much time training statesmen 
and international politicians as it 
does training college quarterbacks. 

A pioneer pollster told the dele- 
gates at a second luncheon that 
businessmen enjoy a very good, 
positive image in the public eye, 


rating higher on almost every 


count than labor leaders or gov- 
ernment officials. To take their 
rightful role of leadership in com- 
munity and national affairs, how- 





ever, he said businessmen must 
work to overcome two attitudes 
in the public mind — the 
that management doesn’t “care” 
enough about employees as indi- 
viduals. The pollster also men- 
tioned several fronts on which 
businessmen must take a strong 
stand against inflation, and he 
suggested that political action be 
taken “not where laws are made, 
but where lawmakers are made”. 

Dealers at the direct mail clinic 
learned how to produce mailing 
pieces that say “I am for you” 
instead of “I am for the masses”. 
A model sales meeting at the other 
profit clinic brought the conclu- 
sion that timing and creativity are 
as important in a 
product knowledge. 

Other speakers discussed the 
mechanics of various profit shar- 
ing and pension plans and_ the 
problems of retailing today. On 
the latter subject, dealers were 
urged to support Fair Trade leg- 
islation and to boycott manufac- 
turers or wholesalers who sell di- 


ideas 


salesman as 


rect to consumer accounts. 
Elected to serve with Mr. Stew- 
art of Stewart Office Supply, 
Dallas, Texas, during the coming 
vear were Robert M. Sanford, 
Sanford-Hall Co., vice president, 


Fla. 
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MINK WINNER 


The winner in MODERN 
STATIONER CONVENTION 
DAILY’s “Win A Mink” con- 
test at the NSOEA show is Mrs, 
Egner Melin of Nashville, Tenn. 
Her name was drawn by Miss 
Peggy Cockrell, NSOEA exhibit 
manager. Mr. Melin, who en- 
tered his wife’s name in the 
competition, is sales coordinator 
for Anderson-Hickey Co. A dark 
ranch mink stole was on its way 
to Nashville within days after 
the end of the convention. 





Greenville, 








distributor division; J. Howard 
Patrick, Patrick & Co., San Fran- 
cisco, vice chairman, distributor 
division; Bruce Adams, Pelouze 
Manufacturing Co., vice president 
manufacturer division: Tom Pitts, 
Myrtle Desk Co., vice chairman, 
manufacturer division; Charles 
Hucke, manufacturers representa- 
tive, Atlanta, vice president, field 
division; and Clarence W. Clemen, 
G. J. Aigner Co., vice chairman, 
field division. 

Re-elected treasurer and assist- 
ant treasurer were Joseph C. Run- 
nels, Commercial Office Furniture 
Co., and M. S. Marshall, Ginn’s 
Stockett-Fiske, both of Washing- 
ton, D. C. 

Three men appointed by the new 
president to serve on NSOEA’s 
executive committee are J. D. 
Horne, vice president in charge 
of marketing for Eberhard Faber, 


Sales training techniques were demonstrated to a large 
crowd during one of two profit clinics by Michael Sanyour 
and a special panel of dealer members including Willis R. 
Wolf of Horder's, Chicago; Del Deming, Farnham's, Min- 
neapolis; Lloyd Birdwell, Industrial Office Supply, Dallas; 
Marsh, Marshall, Ginn's Stockett-Fiske, Washington, D. C.; 
Caldwell Harper, Harper Brothers, Greenville, S$. C.; Jack 
Coleman, Wichita; William Kimbrell, Office Supply Co., 
Miss.; William Goss, Shaw & Borden Co., 
Spokane; and George Stuart, George Stuart, Inc., Orlando, 
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Frank H. Thacker of Everett Waddey Co., Richmond, Va., right, won the The first annual Wholesale Stationers Assn. awards to manufacturers 
ivan Allen trophy as 1959's Outstanding Dealer Salesman of the Year. for outstanding programs to improve manufacturer-wholesaler-dealer re- 





Ivan Allen, Sr., Atlanta, Ga., who made the presentation, called Mrs. lations were presented on the eve of the NSOEA show. Left to right are 
Thacker to the annual banquet dais with her husband and commented Ralph Moser, Federal Stationery Co., chairman of the awards committee; 
that it was no doubt a “team victory’’ for Mr. and Mrs. Thacker of Bob Wieringa, Paper Mate; Dexter Farrell, Apsco Products; Richards A. 
Jonas, Jr., Oxford Filing; and Fred Clark, LePages. 


Richmond. 


and past president Ivan Allen, Jr., 
of Atlanta, and William R. Diehl, 
Jr.. Columbus, Ohio. 

An annual dues increase from 
830 to $40 for dealers and from 
860 to $80 for manufacturers was 
approved unanimously. An asso- 
ciation budget of $507,000 was 
adopted for the coming year. It 
includes $30,000 for new projects. 
The treasurer reported NSOEA 
had a current balance of $449,000. 
Another new budget item for the 
coming year was expenses for a 
governors’ conference to be held in 
early November at Washington, 
D.C. 

Honorary memberships an- 
nounced at the 55th annual ban- 
quet went into Earle Opie, presi- 
dent of Weber Costello Co.; Wal- 
ter H. Miller, president of Otto 
Ulbrich, Inc., Buffalo, N. Y., and 
past president of NSOEA; and 
Cortland B. Horr of Associated 
Stationers Supply Co., Chicago. 

The Ivan Allen trophy for the 
outstanding dealer salesman of 
the year went to Frank H. Thack- 
er, veteran salesman for Everett 
Waddey Co., Richmond Va. 

Caldwell Harper of District 4 
won the governor’s trophy and 
Emil Contreras again accepted the 
Travelers Club Trophy on behalf 
of the Metropolitan Travelers 


Sen. Hubert Humphrey, speaker at the 
best attended NSOEA luncheon on re- 
cord, paused on his way to the head 
table to strike this pose with Neill 
Stewart, left, and Brain, the incoming 
and outgoing NSOEA presidents. 
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Club of District 13. 

Other awards at the closing ban- 
quet went to Vernon H. Beaver, 
stationers, Inc., Indianapolis, Ind., 
the Garvin-Wolcott award for the 
best idea for the improvement of 
the industry — he 
glossary or dictionary of terms for 
the industry; 

Mrs. Scott Summerfield of Sum- 
merfield’s, Inc., Akron, Ohio, the 
William C. Clegg advertising 
award, for the second year in a 
row; 


suggested a 


































Anthony Paul, Otto Ulbrich, 
Inc., Buffalo, Inc., a new award 
for the best advertising program 
in a single medium; and 

Wilson Office Supply, Wichita 
Falls, Texas, the $100 award in 


the annual store modernization 


contest. 

Gifts to retiring officers includ- 
ed a trip to Hawaii for Mr. and 
Mrs. John Brain. 

Dates of the 1960 convention 
exhibit in Chicago will be Sept. 
24-28. 
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3rd Annual Western 
NOFA Conference 
To Be Oct. 30—Nov. 1 


The third annual National Office Furni 
ture Assn. Western Area Conference and 
Exhibit will be held at the 
Hotel in Los Angeles on Friday, Satui 
day and Sunday, Oct. 30 - Nov. 1 

The 81 exhibit booths will feature the 
latest in office furniture and 
manufactured or warehoused on the West 
Coast. A exhibitors will 
be in the show for the first time with 
new lines and 


Ambassador 


accessories 
number of new 
previous exhibitors — will 
feature new models and new products 
Theme of the meetings will be “How 
to Sell More Office Furniture at a Profit 
The program will feature speakers nation 
ally known in the industry covering such 
“What the Customer Expects 
From an Office Furniture Dealer,” “Sell- 
ing the Result, Rather Than the Product 
or the Price,” “How to Work 
the Architect and 
Office Furniture 
the Future.” 


topics as 


Through 
“The 


Today and ih 


Designer,” and 


Market 


Meetings are scheduled for Friday and 
Saturday mornings, with exhibits Friday 
afternoon and evening, Saturday afternoon 
and all day Sunday. Saturday night there 
will be a dinner dance. 

The NOFA national officers’ conferenc« 
has been scheduled for the Ambassador 
Hotel the two days preceding the show 
A mailing with complete details has gone 
to office furniture dealers in seven west- 
ern states. 

Further information is available from 
George D. Nielson. c/o McDowell & Craig 
13146 Firestone Boulevard, Norwalk, Calif 
(Phone LUdlow 2-6488) or Vernon Vallet, 
c/o Southern California Stationers, 1498 
East Fourth St., Los Angeles, (Phone 
ANgelus 9-9392.) 


Office Products Buys 
Charles C. Smith, Inc. 


John C. Sobesky, 


president of Office 
Products, Inc., 


Detroit, Mich., has an- 
nounced the purchase of Charles C. Smith, 
Inc., of Exeter, Nebraska, supplier or 
Smith Indexes to the stationery trade for 
more than 60 years. 

Operation of the modern, 20,000 square 
foot plant in Nebraska is being continued 
with no major personnel changes as 
Charles C. Smith, Inc., a subsidiary of 
Office Products, Inc. 

With integration of the two lines, Smith 
and Office Products, the company says it 
will offer the most complete line of index- 
ing materials and card signals available in 
the United States, 
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PRESSTIME NEWS 


Olivetti of Italy, Europe’s largest manufacturer of office machines, has 
acquired a substantial interest (405,000 common shares) in the Underwood Cor, 
\ joint statement from Frank E. Beane, president of Underwood, and AprIANG 
Ouiverti said, “Underwood and Olivetti will cooperate closely in all phases of 
research, product development, technical research and manufacturing techniques 

Details of marketing policy are now under examination and will be revealed 
in the near future.” 

Underwood employs approximately 


10,000 people throughout the world 
Olivetti employs 24,700 people 


altogether. In addition to office machines and 
typewriters, Olivetti through its various European divisions also makes and sells 
visual-filing systems, office furniture, sound-recording equipment, teleprinters and 
precision machine tools. 


Don Carrincton of Richardson's, Grand Junction, Colo., won first prize, 
a student-home desk, in the Yawman & Erbe drawing at the NSOEA convention 
Second prize, a two-drawer Pro-File, went to H. H. PopHam, Ottawa, Canada 
G. S. Jaecer, Trobridge Desk Co., Seattle, Wash., was the third prize winner 
who received a Sort-O-Mat on a coaster base. 


Artuur J. 
Gibson Art Co., Cincinnati greeting card publishers. 
pany for the past ten years, Mr. Schwab is now 
campaign that promises to effect 
according to the announcement 


Scuwas has been appointed sales training manager for the 
\ salesman for the com- 
planning a 

retailers 


merchandising 


more sales for than ever before, 
from Frev C. WacGner, vice president and di- 


rector of sales. 


For a limited time, General Pencil Co. is offering to send samples of their 
Semi-Hex pencil to any dealer’s customer list in the dealer’s name. 


Wituiam H. Guenn, Jr., president of Ivan Allen Co., Atlanta, has an- 


nounced that consolidated July, 1958, through June, 1959, 
totaled $7,135,950 for Ivan Allen Co. and associated stores, an increase of 6.6 
percent from the previous year 


gross sales from 
In spite of a decrease in both operating and 
net profits, the company made a contribution of $69,503 to its employee Profit- 
Sharing Plan. 

Just prior to the close of the fiscal year, Ivan Allen opened a new branch 
operation in Chattanooga, Tenn., the tenth store in its general line operation, 
twelfth including its two Thermo-Fax sales divisions. 


Retailers have a chance to win 53 cash and merchandize prizes with a 
total value of $3,275 in the 1959 Christmas display contest of the W. A. Sheaffer 
Pen Co., running from Nov. 15 to Dec. 24. There are three first prizes of $100 
and 50 merit awards of $59.50 Bulova wrist watches. Judging will be done from 
photographs submitted by dealers of their window displays featuring Sheaffer 
merchandise, including the firm’s new Christmas window unit. Entry blanks and 
further information are available from Sheaffer sales representatives. 


Record attendance and heavy buying were reported at the fall gift shows. 
A Miami show in September drew 2,500 buyers and saw orders running 30 percent 
higher than a year earlier. A Minneapolis show attracted 3,456 buyers. 
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a with my new 





The only adding /calculating machine 
that tells you at a glance whether 
it’s clear or in use. 










The NEW Regna ten operates with 
jet-like speed, is almost noiseless 

and the price is much lower than you 
think! Everything you have ever 
dreamed of has been combined in these 
NEW Regna electric and manual models: 


¢ Traffic signal window shows 
green when machine is clear 
and red when in use. 


* Special figure indicator. 


¢ Safety handle prevents misuse 
of hand operated machine. 


* Optically shaped keyboard 
combats eye-fatigue. 





Move fast —— 
it's profitable! 


Teed) : 


* Types made of world famous Swedish 
steel insure superior imprint. 


Mail the coupon today— 


. First figure entered is instantly ot nae ee ae NE HSS 

















secured by printed protection symbol. Mail it | REGNA CASH REGISTERS INC. 
1 175 Fifth Avenue, New York 10, N. Y. 
* Keys molded to the touch of your hand. N Ow! I eaidaiins 
i ; : 
i i Please rush more information on the new 
* Adding capacity up to ten columns. "I io key Regna Adding Machines and outline 
' advantages of becoming a Regna Dealer. 
| Name 
{| Address 
In Canada: Regna Cash Registers of Canada Ltd., 1 City 
704 Notre Dame St. W. Montreal, Que. i itis State 
OUTSIDE CONTINENTAL U.S.: i 
L 





Jorgen S. Lien, Box 507, Bergen, Norway 
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Bainbridge-Florida, Inc. 
Opens Doors in Orlando 


Bainbridge-Florida, Inc., opened for busi- 
ness Oct. 10 at 1110 Sligh Boulevard in 
Orlando. 

The new company will serve the rapidly 
developing retail stationery trade in Florida. 
The need for an additional effective whole- 
sale distribution center has been for some 
time apparent, Bainbridge officials said. 
Adequate stock of all leading lines will 
assure complete service and prompt deli- 
very from a source close to all the dealers 
in Florida. 

Retail stationers in southeastern United 
States have long been served by Bain- 
bridge. From 1845 when Bainbridge, 
Kimpton & Haupt, Inc., was founded until 
1952 when Bainbridge-Southern, Inc., was 
established, the service was from New York. 
Since Bainbridge-Southern, Inc., was esta- 
blished, service to Florida has been from 
Charleston. Now the dealers in Florida 
will have the increased advantages which 
a new Orlando warehouse makes possible. 

For the past seven years, Bainbridge- 
Southern has served the dealers in North 
Carolina, South Carolina, Georgia, Alaba- 
ma, Tennessee, Mississippi and, up to the 
present time, Florida. Since 1957, Bain- 
bridge-Maryland, Inc., has served station- 


ers in the Penn-Mar-Va area. 

Incorporated under the state laws of 
Florida, Bainbridge-Florida includes the 
following officers: | Mortimer H. Chute, 
president; William J. Schroeder, vice pre- 
sident and general manager; Ivan N. Olsen, 
secretary treasurer. 


Advisory Group Says 
Business Gifts Okay 

A Business Goodwill Advisory Council 
was formed recently by a group of sales 
managers interested in clearing the air 
on the subject of business gift giving. 

In a folder entitled “Business Gifts at 
Christmas — Good or Bad?”, the new or- 
ganization sets forth seven basic “keys to 
success” in the selection and distribution of 
business gifts. The rules developed by the 
new group are: 

1. Keep your gifts of modest value in 
relation of the importance of each reci- 
pient as an employee, a prospect or cus- 
tomer. Extravagant gifts smack of bribery. 

2. Choose your gifts individually, con- 
sidering the tastes of each group of reci- 
pients, or preferably, of each individual 
recipient. 

8. Choose only high quality gifts that 
are useful, durable and dependable. 

4. Personalize each gift, if possible, with 
the recipient’s name or initials. 

5. Package each gift attractively and 
securely. 


6. Accompany each package with a 
personal note, greeting card or at least a 
special gift label. 

7. Deliver each gift with a flair, if pos. 
sible — personally or by special messenger 
— and preferably to each recipient’s home 
rather than to his office. 

The Council makes a strong point of 
the fact that “as a result of occasional 
abuses, some businessmen have made the 
mistake of forbidding their employees to 
accept business remembrances before realiz. 
ing that such a public statement bares 
basic mistrust of the employees and in. 
evitably results in very poor employee and 
public relations.” 

On the other side, the Council points 
out, detailed surveys have shown that 
“business giving is generally on the up 
swing; that the practice is definitely worth- 
while, but it does depend on how it is 
done.” 


Newsletter Published 


A monthly newsletter, the “Columbia 
News Bulletin,” is now being published 
for its dealers by Columbia-Hallowell, 
Jack F. Emhardt, general sales manager, 
says the new publication was started “to 
keep our office furniture dealers up-to-the- 
minute on price and parts specification 
changes between catalog revisions, and to 
keep them in close touch with sales and 
marketing policies.” 
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* DuPont's registered Trade 
Mark for its polyester film. 
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Wexford’s happy because the binding 
edges of AICO’s Rip-Proof sheets are 
reinforced with MYLAR * plastic. It is 
stronger than other reinforcing, 


1/1000" thin reinforced edges enable 
sheets to stack evenly for trouble-free 
automatic feedirg on all stencil, gelatin, 
Spirit and offset duplicating and 
printing equipment. 


Inbond, mimeo and duplicator finishes, or 
> Special paper to meet your requirements. 
AVAILABLE AT YOUR STATIONERS 


or write for samples and prices. 


AHS 


DEALERS! OVER 200,000 CUSTOMER READERS* WILL SEE THIS AD! 
*consumer readers of business magazines carrying this AICO advertisement, 
- - = for more details circle 103 on last page 





for Protected V 


G. J. AIGNER CO. 
426 S. Clinton St, 
Chicago 7, Iilinois 
Plants in Chicago; 
Rochelle, Illinois; 
New York & Calif. 





Crimp graf 
TRANSPAR 
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Graffco siGnats 


There's one best signal for each 
kind of record housing . . . and 
Graffco makes them all. A_ full 
variety of colors, shapes and sizes, 
to classify, remind, warn or call for 
action. Close your “system” sales 
faster with practical demonstrations 
of how they come to life with 
Graftco Signals. 
GEORGE B. GRAFF CO. 
54 Washburn Avenue 
Cambridge 40, Mass. 
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Webster's Elementary Dictionary 








For bigger Christmas profits, tie in with... 
MERRIAM’S FULL PAGE IN LIFE IN COLOR 


For the first time, a 
dictionary for every age! 


To increase your Christmas sales, LIFE magazine will 
display in color the complete family series of Merriam- 
Webster dictionaries. Your customers will see there is 
now an up-to-date Merriam-Webster to fit every need 
for a good dictionary. 

This big, new Christmas campaign will follow up 
the current powerful series of Merriam ads in LIFE, 


BY PROMOTING THESE FOUR MERRIAM-WEBSTERS 


READER’S DIGEST, TIME, NEWSWEEK, NEW YORKER 
and other top magazines — designed to boost your sales. 
Make this sales opportunity pay off for your store: 

1. Build displays of all four Merriam-Webster titles to 
remind your customers that you have the answer to their 
gift problems at any age. 

2. Make sure you have plenty of stock of all four titles. 
Check your stock today and send in your order for 
immediate shipment. 


G.& C. Merriam Company, Springfield 2, Massachusetts 





a 


Webster's New Secondary School Dictionary Webster's New International Dictionary, Second Edition 
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Y & E Starts Design, 
Decorating Service 

Yawman & Erbe Mfg. Co., Rochester, 
N. Y., makers of office furniture, systems 
and supplies has announced a new service 
of interior design and decorating. 

With the new departmcat, Y & E now 
offers a consulting and planning service 
for office decor and functional layout which 
can provide all the equipment and acces- 
sories in keeping with modern trends in 
better office layouts. New lines have been 


established in order to help the dealer 










R 


And Rogersnap IS the good word if 
you are seeking the solution to 
increased sales and profits in your 
stationery department. Rogersnap 
Carbon Second Sheets and Business 
Forms in the exclusive time-saving 


*Registered 


38 


TRADEMARK 


sell the complete office package 

The procedure is that the dealer fills 
out a questionnaire and submits a rough 
drawing and receives from the home office 
a planned layout, a collage in color and 
a list of specifications and recommenda- 
tions. 


British Plan U.S. Show 

The biggest and most complete display 
of the British office machinery and equip- 
ment industry ever shown in the United 
States will be part of a 17-day British Ex- 
hibition of industry, technology, science and 
culture in the New York Coliseum next 


WHAT'S 
THE 








® 


*Flip-Out Dispenser Box are an 
essential requirement for up-to-date 
business systems. 

Your customers will appreciate the 
service you offer them by stocking 
Rogersnap. 

Write for complete information 
on how to snap up sales with 
Rogersnap. 


Be OCE RSNS) 
TRADEMARK ® 
P. 0. BOX 10425 - DALLAS, TEXAS 
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June 10 to 26. 
Industries 


The Federation of “ritish 
is sponsoring the even! with 
the backing and 


support of the ‘ritish 
Government. 
Eagle Pencil Mailings 
Win Second Award 
Alfred Magid, sales promotion manager 


of The Eagle Pencil Co., 
Direct Mail Advertising 
“Best of Industry Award” on Sept. 14 in 
Montreal. This is the second year in a 
row that Eagle has won the DMAA award 


received the 


Association’s 


in competition with giant companies jp 
all fields. 
The award winning pieces were in con- 


nection with a convincing demonstration 
technique that Eagle had 
aid in selling its products. In ten cities, 
thousands of top 


conceived to 
purchasing executives 
closed-circuit. 
television demonstration of “Value 
Analysis” of the Eagle Mirado and Verithin 
pencils. 


were invited to attend a 


“live” 


The pencils were tested against 
three other brands for durability, smooth- 
ness, fine point strength and blunt point 
strength. 

To insure the impact of the closed-cir- 
cuit TV demonstration, a unique direct mail 
campaign incorporating the facts and 
figures of the demonstration was created. 
This campaign produced thousands of leads 
which were sent to all Eagle dealers. 


Cia as 


PRA N 
tears 





These invitations to top purchasing execu- 
tives to witness a closed-circuit TV demon- 
stration and four direct mail followups 
were part of the campaign that won a sec 
ond DMAA award for Eagle. 
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CRAFTINT 


gsives you the Biggest 


PAINT 
BY 


This is THE line! The line with the BIG appeal ... the line 
with proven BIGGER re-orders.. . naturally it’s the line 
with the BIGGEST profit! It’s an entire family of paint-by- 
number sets .. . with just the sizes .. . just the subjects... 
















just the prices to please everyone (especially YOU)! Sets are 
packaged with style . . . and filled with quality paint-by- 
number supplies. Series 100 retails at $1.00... Series 175 
at $1.75 . . . Series 200 at $2.00 and on up to Series 700 at 
$7.00. So, get the BIGGEST profit with the BIGGEST line 
...see your CRAFTINT jobber, or write today! 


THE CRAFTINT MANUFACTURING CO. 
1615 Collamer Avenue °* Cleveland 10, Ohio 
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Dates Given for 1960 
Wholesale Exhibition 


“The 1960 Wholesale Stationers Show 
will be held in New York City on March 
2, 3 and 4,” says William Boothby, presi- 
dent of WSA and vice president of Central 
Ohio Paper Co. of Columbus, Ohio. “This 
trade show will be held at the New York 
Trade Show Building, and space is being 
sold now to leading manufacturer exhibi- 
tors.” 

Attendance at the show to view the 
exhibits is limited exclusively to wholesalers 
of school supplies, art, home and office 
supplies and sundries. About 100 whole- 
salers have already signed up to see the 
show and to schedule appointments with 
leading manufacturers. 

“Coupled with the trade exhibits will 
be round table conferences with attending 
manufacturers and wholesalers on practical 
marketing problems facing the industry,” 
said Don Frey, secretary of the Whoie- 
sale Stationers Assn. 

The trade show is primarily designed 
to aid the school supplies wholesaler. A 
comprehensive directory of these whole- 
salers with detailed distribution data has 
been issued recently by WSA. 

“The distribution of school supplies to 
all retail outlets throughout the United 
States and Canada is a_ tremendously 
growing business,” says Mr. Frey. “It is 





STOP! LOOK! 





architects, designers, students, etc. 
sure-fire traffic and profit builders. 


No. 5013D - FREE Counter Display, 
with 12 Alvin Mechanical Lead Holders. 
Pocket size, featherweight-push but- 
ton design with finger-tip control. A 
real sales stimulator ! 


No. 5000D - FREE Counter Display 
with 12 Alvin Precision Lead Pointers. 
Four knife-edge blades -assures a per- 
fect true point every time. A sure bus- 
iness builder! 


SELL! 


e DRAWING SETS 

e DRAFTING INSTRUMENTS 
e DESIGNING AIDS 

e DRAFTING MATERIALS 

e DRAWING EQUIPMENT 

e MEASURING DEVICES 


EARN UP TO 50% PROFITS 


Here’s QUALITY merchandise for engineers, draftsmen, 
at DOWN-TO- 
EARTH PRICES! Line-up with Alvin — sales stimulating, 


40% discount on any display, plus 


reported that over 200 million dollars of 
retail sales of these supplies were made 
last year. A month’s visit with school 
supplies wholesalers in many parts of the 
continent indicated to me,” he said, “a de- 
finite need for better recognition of the 
wholesaler’s role, and better utilization of 
the wholesaler’s services by both the manu- 
facturer and the retailer.” 


144,000 Are Expected 
At Nat'l Business Show 
New York’s Governor Nelson A. Rocke- 


feller will officially open the 1959 National 
Business Show at the New York Coliseum 
at 1 p.m. Oct. 19. Set to run from the 
19th through the 28rd, the show will pro- 
vide thousands of visiting business people 
from all over the world an opportunity of 
seeing the office equipment products and 
services of hundreds of manufacturers, both 
foreign and domestic. 

The National Business Show will again 
occupy five acres of display area in the 
Coliseum. It will of more than 
300 exhibits, showing nearly 500 different 
product lines, and is expected to draw an 
audience of 144,000 from all over the 
United States and from about 50 foreign 
countries, 


consist 


Based on the three past shows, visiting 
executives from industry and government 
will spend more than $22 billion on pro- 
ducts displayed at the show during the 
12 month period following the show. This 








represents nearly 50 percent of the entire 
sales potential of the office equipment ip. 
dustry in the United States, show officials 
say. 
About 12 percent of the exhibits will be 
by foreign manufacturers, whose displays 
will occupy nearly 25 percent of the floor 
space. Most of these foreign displays will 
be in product classifications of adding and 
calculating machines, typewriters, dictating 
instruments and copying and duplicating 
machines. 

The theme of the show this year is 
“Business and Communications,” showing 
the impact of external means of com- 
munication (newspapers, magazines, radio 
and TV) on business and business mana- 
gement. In a theme center, at the head 
of the escalators on the second floor, will 
be a complete studio from which radio 
station WNEW will broadcast its regular 
news and general programs during the five 
days of the show. In addition, the station 
will prepare and tape special programs, in- 
terviewing visiting executives and exhibitor 
personnel. 

There will also be an installation of wire 
receivers of United Press International. 
These receivers will provide information for 
the production of news bulletins for distri- 
bution to the show’s visitors. These bul- 
letins, prepared in the theme area proper, 
will be reproduced by the spirit, stencil 
and offset methods of duplication by equip- 
ment, supplies and services volunteered by 
exhibitors. 
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STUDIO EASELS 


NO. 250 IMPERIAL EASEL 


A professional studio easel with added support 
on both sides of center post. Large canvas 
holder and utility tray with palette holder fully 
adjustable by means of metal ratchet... 
designed to provide better support for large 
canvases. Adjustable metal stabilizer 

and other hardware plated to resist corrosion. 





NO. 83 MASTER EASEL 


Anco’s traditionally popular studio easel now 


by ANCO 















List price $15.00 
FOB: Glendale, L. |. 


even better than ever! New unique 












additional 10% on purchase of 3 or construction provides easier adjustment of Reta 

move Gieret dheleys, Over © tray and canvas holder with built in palette y 

cose pe nay hare holder. Large easy tightening thumbscrew- our 
, and-steel plate assembly prevent tray You: 





slipping even with 100 Ib. weight. 
List price $12.00 FOB: Glendale, L. |. 


Please write for literature mentioning this publication. 
laa PY Ve RYE “3 Rey AR OLE 4 ~ eas a 


ANCO WOOD SPECIALTIES, INC. 
GLENDALE 


Handy, fully illustrated refer- 
ence chart showing hundreds 
of Alvin’s most popular items. 
Orders promptly filled. Also 
an ideal sales tool. 


“QUALITY AT THE RIGHT 
PRICE” 


ALVIN & COMPANY, INC. 
Windsor, Connecticut 





REFERENCE 
CHART 
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U/])|) Reduce Ball Pen Refill Inventory 











PATENTED 


MICROPOINT 
REFILL 
FITS ALL BALL PENS 


Gives you up to 


>) 254% PROFIT 


ONLY \ * A new improved product 


| 449 c} x Colorful new packages and displays 
{ b aeenen. * Skip-Free writing! Nationally advertised! 
] 


I 
tienes THESE BIGGER PROFITS! 


NO. 200 DISPLAY | SINGLE DOZ. DISPLAY 








4 iain refills 2 dozen refills | 1 dozen refills 
| 
Plus 16 FREE! Plus 6 FREE! | Plus 2 FREE! 
“ — Assorted ink Blue ink. 1 ink color, point 
colors = Assorted | style per display* 
point styles point styles | PROFIT 48% 
| 
| Retail Value.......$6.86 
X | Your Cost........... 3.60 
Your Profit......... 3.26 
PROFIT 54% PROFIT 51% | *When ordering the Single-Dozen Display, use 
| the following stock numbers: 
a Se $31.36 Perr 22S] ET 
ee eo een 14.40 | Se eS 7.20 | nal pe 302 
ac 
I a 16.96 | Your Profit.............-.e.s0-ee---- 7.50 1 Green 204 304 


WHY SELL TWENTY WHEN ONE !1S PLENTY? 


Order From Your Wholesaler or Direct, Giving the Name and Address of Your Wholesaler 


MICROPOINT, INC. sunnyvvate, cauir. 


CREATOR OF ADVANCED WRITING INSTRUMENTS 





aN CANADA: Ben Sanders Co., Ltd., Toronto 1, Ont. (Prices Slightly Higher in Canada) 
- - for more details circle 143 on last page 
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Diebold Acquires 
Herring-Hall-Marvin 

Diebold, Inc., has acquired the bu-iness 
Herring-Hall-Marvin 
The purchase price was $3 mil 


and assets of the 
Safe Co. 
lion cash. 

Diebold is a century old manufacturer 
of fire and burglary resistant equipment 
and office equipment. Herring-Hall-Marvin 
manufactures insulated files, cashier count 
ers, hospital equipment and nuclear-mis- 
sile components as well as cash protec- 
tion equipment. 


Raymond Koontz, Diebold’s president, 


said, “The business of Herring-Hall 
Marvin will continue to be conducted as 
a separate and distinct division under 
its own trade name.” Warren Mosman, 


formerly president of Herring-Hall-Marvin, 
has been appointed general manager of 
Diebold’s Herring-Hall-Marvin Divi 
sion. 

Diebold also has announced the sale of 
its Flofilm Division to the Photostat Cor- 
poration. This division makes and markets 
microfilm cameras, readers, processors and 
related supplies and equipment. 

Commenting on the Diebold 
official said his company’s expansion in the 
bank protection and office equipment fields 
and its advent into data processing acces 
sory equipment that 


new 


sale, a 


was such manage- 


42 


ment felt it should concentrate all its ef- 
forts in those fast developing areas. 

Photostat, a subsidiary of Itek Corp., 
makes and distributes microfilming, photo- 
office offset dupli- 
caling equipment and supplies 


copying, copying and 


Controllers to Hear 
About Office Equipment 

An office equipment industry round table 
will be held in conjunction with the 1959 
Annual National Con- 
trollers Institute of America. The gather- 
ing will take place Oct. 25-28, in the Penn- 
Sheraton Hotel, Pittsburgh 

Speakers at the round table 
clude: = William E. McKenna, 
sident, Monroe Calculating Machine Com- 
pany, Orange, N. J.; Edward N. Vanstone, 
comptroller, Moore Business Forms, Inc., 
Niagara Falls, N. Y., and H. C. Knortz, 
assistant comptroller, Royal McBee Corp., 
Portchester, N. Y. 


Established in 


Conference of the 


will in- 


vice pre- 


1931, the 
management 


is a 


Institute 
non-profit organization of 
officers from all 


total 


finance 
with 


controllers and 
lines of business 


exceeds 5,000. 


membership 


Symposium on Cultural 
Role of Office Held 
Every working day, more than 10 mil- 
lion Americans leave the personal environ- 
of their homes to enter the 


ment imper- 


sonal and competitive environment of the 


self-adhesive 


FILE FOLDER 


faster, cleaner. 


10 colors plus white. 
8 labels per sheet 
with guide lines 


AV ERM 
self -catesive 


UABEIS 


Write for AVERY SALES 
data—or ORDER FROM 
, YOUR WHOLESALER 
a TODAY! 





. ae a 
- - - for more details circle 134 on last page 







PaAVE 


MULTIPLY YOUR PROFITS! 


LABELS -easier, 


Once used, Avery Self-adhesive 
File Folder Labels are reordered 
regularly with no reselling! Cus- 
tomers like the way they go on 
at the touch of a finger — they'll 
never go back to messy, sticky 
moistening of old-fashioned labels. 
YOU'LL LIKE THE 
REPEAT ORDERS! 


American business office. 

The effect of that 
ployee, and the contributions it can make 
toward better employee attitudes, work out. 
put and job satisfaction were the si bjects 
of discussion and analysis at a symposium, 
“The Office: A Cultural Microcosm.’ held 
at the St. Regis Roof, New 
Sept. 21. 

Sponsored by Corry Jamestown Corp, 
the symposium was a formal attempt to 
bring together, in one meeting, the main 
skills and professions that contribute to 
successful office design and environment. 
These include the work of the architect, 
the designer, the psychologist, the socialo- 


York, on 


gist and the business man. 
The an of- 


fice can provide in the personal and cor- 


dramatic, emotional values 
porate drive for success was the subject 
of a talk by Jo Mielziner, prominent Broad- 
way set designer and producer. Other 
speakers included Dr. Ralph H. Markus, 
managing partner, Psychological Consult- 
ants to Industry, on “Human Factors in 
Office Environment;” Ralph Eckerstrom, 
director of design, Container Corp. of 
subject was “Physical 
Factors in the Office Environment;” and 
Robert F. Dick, president, George Fry & 
Associates, Inc., speaking on “Economic 
Factors in the Office Environment.” 

D. Armour Hillstrom, vice president and 


America, whose 


general manager, Corry Jamestown, acted 
as host and moderator. 


REPEAT SELLERS 


self-adhesive 


CORRECTION 
TAPE —no fuss, 


muss, Stains or 
f <4 soiled hands 


Available in sheets or rolls 
1/6”, 2/6” and 5/6” widths 


Correcting a fluid duplicator 
master is so clean and easy with 
Avery self-adhesive Correction 
tape that one order follows 
another. The tape is applied over 
the error. Then the correction 
is typed on the tape. 

ORDER TODAY! 





Avery F-line labels 
BUILD IMPULSE SALES! 
+ Ma There are hundreds of 
"ee uses for these handy, 
convenient labels at home, store, office or 
factory—for price marking, coding, identifica- 
tion, addressing, and 1001 other uses. Bright 
new packaging—27 popular sizes and shapes 
—in easy-to-use sheet form. ORDER TODAY! 


AVERY LABEL COMPANY, Div. 116 

117 Liberty St., New York 6 © 608 S. Dearborn St., 
Chicago 5 ¢ 1616 S. California Ave., Monrovia, 
California ¢ Offices in Other Principal Cities 
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A new pedestal, developed by Globe- 
Wernicke, provides customers with the 
meatest choice of box and file drawer ar- 
angements ever offered. Designated the 
(” pedestal, it offers a choice of two let- 
ersize file drawers, four box drawers, or 
wo box drawers and one file drawer. 


80 different arrangements 


Because G/W desk pedestals are com- 
letely interchangeable, this spacious new 
pedestal offers even greater flexibility. 
When used in conjunction with other G/W 
yedestals, your customers have a choice of 
) different arrangements. This means 
drawer arrangements can be custom suited 
o every customer’s individual needs. 


The “C” pedestal has exactly the same 
overall dimensions as G/W’s “A” pedestal 
with arm slide, box drawer, and letter- 
size file drawer) and “B” pedestal (with 
am slide and three box drawers). It can 
be used in combination with any G/W 
nedestal — drawer or typewriter —for a 
ompletely integrated appearance. “C” 
pedestals, as other G/W pedestals, are 
available with the same metal island bases, 


color matching fiber glass legs, or tubular 
steel legs. All three have adjustable glides. 





five drawer arrangements possible with 
tew G/W "'C"’ pedestal custom-fit each 
work station to its specific purpose. 





Exclusive file drawer construction 


The new “C” pedestal also has the ex- 
clusive G/W file drawer construction that 
permits Verti-Swing and other hanging 
folders to hang directly from the sides of 














VERSATILE NEW PEDESTAL PROVIDES 
GREATER FILE AND STORAGE SPACE 





This Globe-Wernicke $ 


2amliner desk features two new ‘'C’’ pedestals. Pedestal at ieft 


wo box drawers and 


one letter-size drawer; the one at right, two letter-size file drawers 





the letter-size drawer. And, too, standard 
height guides and folders can be used 
equally advantageously in front-to-back or 


side-to-side arrangements. 





combines new “‘C" 
Note how the two 
Both ore exactly the same 
height, allowing the use of matching legs or bases 


This Streamliner desk 
left, with an "A 
pedestals are compatible 


pedestal, 
pedestal, right 


The advanced “C” pedestal is another 
example of Globe-Wernicke’s continuous 
product development program to provide 
more and better products for the modern 
business office. It’s also a sales plus. You 
can offer your customers a greater choice 
of metal business furniture and equipment 
when you sell Globe-Wernicke. 





G/W Dealers Have More to Offer 


Highly profitable sales come easier when 
customers the entire 
of Globe-Wernicke 
furniture, equipment, accessories, filing 
You'll be selling the 
world’s most complete line. Clip and mail 


you can offer your 


line metal pusiness 


plies. 


systems, and sup} 
the attached coupon today. Learn all the 
advantages of becoming a G/W dealer. 
Remember success depends on the 
strength of your line. 


The Globe-Wernicke Co. 
Dept.DM-11 


Cincinnati 12, Ohio 


Information on this page interests me. Please 
send me details on a Globe-Wernicke Dealership. 


Name 





ee 


Address. 





City 
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Gregory Mayer & Thom 
Shows Modern Furniture 


A special preview of modern office 
furniture was presented at a Gregory 
Mayer & Thom Co. open house recently in 
the company’s new furniture galleries lo- 
cated on the second floor of their down- 
town Detroit store at 41 Cadillac Square. 

Special invitations urged friends to 
examine many outstandiag groups of mod- 
ern office furniture from Sept. 23 through 
Oct. 1. 

The feature exhibit was a display of 
contemporary executive office furniture 
styled by Jens Risom. Members of the 
Jens Risom staff were at the display on 
Thursday, Sept. 24, to meet customers 
and discuss new trends in office design. 


BFI Plans Seminar 


cerned with manifold business forms, and 
from other companies whose 
is helpful in meeting and 
duction difficulties. 


experience 
solving pro- 


Manufacturers Announce 
Additions and Changes 

David C. McMillin, pencil division sales 
manager for Joseph Dixon Crucible Co., 
has been elected marketing vice president 
of the pencil division and of the company’s 
subsidiary, the American Crayon Co. 

John H. Moss, King’s Mountain, N. C., 
has been named Apsco Products, Inc., re- 
presentative to cover West Virginia, Vir- 
ginia, Maryland and the Carolinas. 

Bernard F. Gofberg has been named 
general manager of the Arnot-Jamestown 
Division of Royal Metal Mfg. Co., in ad- 
dition to his present position as vice pre- 
sident of Deluxe Metal Products Co., an- 
other Royal Metal division. 





of the new Venus 3500 All-Purpose lead. 

Leonard F. Thelen, Wilmette, IIL, in the 
North Central states and Henry C. Chap- 
pell, St. Louis, in the South Central slates 
have been added to the sales organization 
of the Carbon Products Division of Port 
Huron Sulphite & Paper Co. 

A new divisional office has been opened 
in Denver by The Bulman Corp., store 


equipment manufacturer. Located in the 


Gas and Electric Building there, the new 
factory branch will be managed by Orville 
of Bulman’s 
development _ pro- 


former director 
research and 


Greenman, 
product 


gram. 





Ca: 





Codo Manufacturing Corp. has opened This 1 
A seminar devoted to various problems another new office and warehouse at has ev 
and their solution in the field of production $96414 Valley Blvd., Los Angeles, 32, Calif., el 
in which nearly 20 different companies will under the direction of William Dickneider. el 
be represented by experts, and many other The Venus Pen and Pencil Corp. has I 
concerns, also members of the Business moved its executive and sales offices to Greenman Gronhagen a 
Forms Institute, will participate in ques- 50 West 44th St., New York. The move Carl Gronhagen has been appointed pre- . 
tion and answer sessions, is being held by consolidates the executive office which sident of Western Addo Machine Corp. in oe! 


the BFI at the Savoy Hilton Hotel, New 
York City, October 15-16. 
The production experts are being drawn 





have been in Hoboken for 31 years with 
the sales offices which have been in Rocke- 


feller Plaza for 27 years. By happy co- 











Los Angeles, a subsidiary of Addo Machine 
Co. in New York, to handle distribution 
of “addo-x” adding machines, Adler type- 












1,00 


both from the ranks of the Institute incidence the new telephone number is writers and Roneo duplicators in the 11 Xmas 
members, whose work is principally con- YUkon 6-3500, matching in part the name western stations and also Alaska and —_ 
= _ _ = = _ . = a > unc 
apron 
1 
VISIBLE QUALITY hard 
you can sell at a profit can v 
( 
ee, sized 
aes . $1.89 
CHALKBOARD a different desk 
Videoplate or SlatoSteel _ — Don’ 
a | 
full-length chalk trough ac cessory . 
wherever there’s business activity Here’s ultra modern styling for the home or office desk! 
you can offer sturdy, yet light- Handy ball-point pen. . . plus complementing pair of two- 
weight, matched aluminum framed tone brass dispensers, one for cellophane tape, other for 
units. Complete with hangers, stamps by strip or roll. Black lacquer 
easy to install or move. Stan- steel base has protective felt underpad. $3.90 FR 
dard sizes. Special sizes made Desk set, with twin stamp dispensers, $2.95 
to order. - 


Stock and display most popular sizes. Port- 
able floor stand units also available. 





supplying the 





@ propucrs 


Div. of KETCHAM & McDOUGALL, INC., Box 15, Roseland, N.}. 
Send for cotalog describing complete PAT line: 
Stamp and Tape Keeper @ Reel Riter © Magnetic Phone Pad @ Roll Memo 









Becktey/Carpy 


1918 no. narragansett e@ chicago 39, ill. : 


nation's schools 






Pin-On Pencil © Magnetic Memo @ Magnetic Pencil ¢ Glass Keeper ¢ Rememo 
through dealers : aad a ili: 








- 
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Cash in on the Season’s Most 


NO MESS -- the glitter is in the pen 





This is the item you’ve been waiting ‘for! Linck’s 3-D Glitter Pen 
has everything to make it a sales leader: 
e Unique — nothing else like it. 
e Popularly priced. 
e Universal appeal. Every customer in every walk of life — 
every member of every family — finds it fascinating. 
e Repeats rapidly. Gets consumed quickly because it has so 
many uses. Customers keep coming back for more. 


1,001 Uses: Customers can personalize greeting cards; decorate 
Xmas bells, ornaments, toys, gift wraps, ribbons, party hats, place 
mats, belts, moccasins, leather jackets, handkerchiefs, book covers, 
lunch boxes. Exciting embroidery effects can be created on hostess 
aprons by coloring over original designs. 

Writes with gentle finger-tip pressure on any surface. Dries 
hard with no mess. Nothing to spill. Nothing to clean up. Anyone 
can use it. 

Colors: Gold, Silver, Red, Blue, Green, Multi. Set of 3 medium 
sized pens (assorted colors) retails for $1.00. Set of 6 (all colors) 
$1.89. Large Pen 49¢ each. 


Don’t miss out on your share of profits with the 3-D Glitter Pen. 
NO MESS ) 
* WHEN TOV... 
\ Sous 
le? 
iy 2 
~~ =. 
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3D GLITTER PEN 
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FREE DISPLAY & OSCILLATOR 


INDIVIDUAL PENS 
With Deal No. 1 


Pkd: 12 per case 





sere eeeee . 


WHOLESALERS: We have the product. Have you 
the manpower? Every dealer who sees it wants it. 


Write today for the full story on this money-maker. 














NAME 

STORE 

—_ @ * STREET 

Oo. E. LINCK CO., Inc., Clifton, N.J. * «i 


eeeeeseeeee 





6 UNIT PACK 
Pkd: 6 per case 


Exciting Novelty Buy! 


Linck, 8D GUTTER PEN 
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HARD-HITTING NATIONAL, 
LOCAL AND POINT-OF-SALE 
PROMOTIONS HELP YOU SELL! 


A powerful ad campaign in the peak months of November- 
December in Magazine Sections (THIS WEEK, PARADE, 
SUNDAY, FAMILY WEEKLY) of 299 Sunday newspapers will 
reach 84,791,949 people. Publicity in newspapers and 
magazines will bring pre-sold customers into your store. 


An eye-catching, oscillating counter display will stop 
and sell in-store traffic. Display is Free with moderate 
initial order. Colorful packaging plus additional selling 
aids like window streamers, newspaper mats and many 
others will keep your stocks turning over. We suggest 
you order early and order big. Contact your distributor. 
If he can’t supply you, write us direct for full informa- 
tion. Do it now. 


PTUTTTTELILI TI eee see 
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LINCK+s : le oa 





3 UNIT PACK 
Pkd: 12 per case 


Oo. E. LINCK CO., Inc., Clifton, N. J. 
YES, 
me full information on your Special Merchandising 
Deals and FREE animated Display. 


I want to profit with the 3-D Glitter Pen. Send : 


oO 
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ZONE STATE 
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Hawaii. He is former west coast branch 
manager for Facit. 

Dempsey Cook of Indianapolis is the 
new Indiana sales representative for Ennis 
Business Forms, Inc. 

Negotiations have been completed for 
the purchase of Hampden Specialty Pro- 
ducts, Inc., by The Hamilton-Skotch Corp., 
New York. 

Edward QO. Stevenson has been elected 
vice president in charge of sales for M & D 
Store Fixtures, Inc., Los Angeles. 

Promotion of Robert D. Packham to the 
position of general sales manager of Pacific 
Instruments Corp. has been announced. He 
will direct sales and distributor activities 
for Stenocord dictating equipment in the 
Midwest, Southwest and West Coast. 

Cincinnati Time Recorder Co. has pur- 
chased an adjoining building which in- 
creases production facilities nearly two and 
one-half times. 

Fravessi-Lamont, Inc., publishers of 
everyday and seasonal greeting cards, has 
moved to larger quarters. The new plant 
is a one story modern brick and steel 
building in Springfield, N. J. 

Ray V. Mahon has been named manager 
of the Verifax Sales Division of Kee Lox 
Mfg. Co., Rochester, N. Y. 

Arthur G. Whyte, Jr., has been elected 
executive vice president of Art Metal 
Construction Co. 





“brand manager” positions 
have been created by the Parker Pen Co. 
to administer Parker and Eversharp mat- 
ters separately, yet benefit from over-all 
corporate services. John G. Mack is Parker 
brand manager and C. George Heath is 
Eversharp brand manager. Their appoint- 
ments were among those resulting from 
the Eversharp division’s recent move to 
Janesville, Wis. 

Harry Tehan Associates, Jacksonville, 
Fla., is the new Southeastern representa- 
tive for Smith Metal Arts Co. 

New sales representative for Angler's 
Co. in Colorado, New Mexico and Arizona 
is S. L. Hatch. 

Weldon Roberts Rubber Co. has added 
new sales representatives in the South and 
Southeast. George R. Snyder of Alamo 
Sales Co., Atlanta, will cover Virginia, 
Maryland, West Virginia, the Carolinas, 
District of Columbia and eastern Tennes- 
see. His partner, Stanley Hahn, will cover 
western Tennessee, Mississippi, Alabama, 
Georgia and Florida. Bill Francis repre- 
sents Weldon Roberts in Texas, Louisiana 
and Arkansas. 

Jerald F. appointed 
sales promotion manager for The Letterex 
Corp. His duties will include assisting 
dealers and franchise distributors in their 
Letterex sales efforts and keeping them 
abreast of new items. 

Royal Register Co., manufacturers of 
autographic register and one-time carbon 


Two new 


Casey has been 


MADE 


ADDING 


units available. 
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AN ITEM 
THAT REALLY 


MOVES 


MACHINE 


. the SUMIT is 


Only $18.95 list 
Bt et CL e-N Al Ccmeote) ine 


29 East 19th Street - 


forms, has appointed Pat Patterson as 
representative in Michigan and Ohio. To 
facilitate shipments into this territory, the 
company has a new 
from Chicago. 

Monte Verde Industries, Inc., dictating 
manufacturer, has named Leslie D. Fries 
vice president in charge of sales. 

Harry P. Tunstall, after completing a 
concentrated training program in the plant 
and in the field, is representing Oxford 
Filing Supply Co. in the Carolinas, Georgia 
and eastern Tennessee. 

Stein Bros. Mfg. Co. has appointed 
David H. Kennedy to be their representa- 
tive in the six New England states. 

All-Steel Equipment Inc. has named Don- 
ald U. Dieck district manager for south- 
ern Ohio and an adjoining portion of 
West Virginia. 

Ben Shluger has been appointed New 
England sales representative for Marnay- 
Rockaway. 


policy of shipping 


Retired Peoria Dealer Dies 

Memorial services for Walter D. Love, 
59, former president of Business Equip- 
ment Co., Peoria, Ill., were held Sept. 3 
in Peoria. Mr. Love died in his home 
at Tucson, Ariz., where he had lived for 
a year and a half, after retiring in Janu- 
ary, 1958, as president and partner of The 
Business Equipment Co., with which he 
had been associated for 30 years. 


SUMI 


IN THE USA 





Top Markup~—Easy to Sell 
The best of the lower priced add- 
ing machines. . 
the perfect adding machine for 
every one of your customers. 
Measures only 7x5x6 — case in 
Horizon Blue is so good looking 
that it sells on sight. So simple 
to operate that children can use 
the SUMIT for their school work. 
Adds, subtracts, multiplies to 
999,999.99 accurately and quick- 
ly. Excellent for business and 
home use. 2-Year Warranty. 
Full color streamers and display 


Look at this 
top markup... 
Your order — 
1-11 units 
12-49 
50 and over 
Your Cost — 


$12.31 per unit 
11.84 per unit 
11.37 per unit 


Write, call 
or wire today 


New York 3, N.Y. .- 


ALgonquin 4-1760 
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Featuring New Script Stationery and Envelopes 
in protective polyethylene wrap 





3 Pkgs. Script 

Stationery y 3 ° e 

(390 Shects) . The greatest new Flexible Season Stationery 
6 Pkgs. Script 


Promotion to Start 1960 Off Write 
Tinted Linings S * Order Montag’s new Script Stationery now 


Use all FREE Montag’s ANNUAL WRITE SALE 
MERCHANDISING AIDS 


Tie-in displays of all Montag’s Fashionable Writing Papers 


Stock Montag’s Stationery now for the 
WRITE PROFIT ALL YEAR LONG 


MONTAG BROS., INC. FREE ANNUAL 


245 N. Highland Ave., N.E. WRITE SALE FREE ANNUAL FREE ANNUAL 
Atlanta 7, Georgia Overhead, Back Bar WRITE SALE WRITE SALE 

Barber-Ellis of Canada, Ltd. or Counter Streamer Newspaper Mat Counter Card 
Exclusive Canadian Representatives (28” x 6”) (2 col. x 8”) (7% x 11”) 
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NEWS 


Store front and interior views show the results of re- 
modeling this year of Fowlers in Charlotte, N.C. Much 
of the work was done last spring and a grand opening 
is scheduled in late October. A new addition has add- 
ed half again to the store's facilities. W.M. Fowler is 
president. Ralph W. Stalvey, vice president, handles 
some of the larger accounts. 








You Get 
SAME DAY 
SERVICE 


on 


SEALS 


NOTARY and CORPORATION 





$800 


Retail List 





Sold Onl 
vac DEALER DISCOUNT 40% 


LOUIS MELIND CO. 


3524 N. CLARK ST. CHICAGO 13 







































CRAM’S NEW 
| “SHATTER-PRUF” 


Illuminated 


World Globe 


ait 
ANOTHER CRAM FIRST! Eliminates fear of breakage. 
Completely safe, shatterproof and virtually indestruct- 


ible. Make more sales and be assured of customer's 
satisfaction. Send for new catalog. 


Globe and Map Publishers Since 1867 


oo. CR AM ce. we 


730 E. WASHINGTON ST. - INDIANAPOLIS, IND. 








- - - for more details circle 141 on last page 





- - = for more details circle 118 on last page 


MODERN STATIONER, NOVEMBER, 1959 





A de 
NU-I 
to on 
writte 
samp 
skept 
first-t 


Joe 

Willi 
Tole 
Bids 





(ee) 
rm 
cm 





















21) 








aoe 
_— ~— = ae 
- ~ 


_-— 
-__ "Sle, 


Pill ie 
e NU-KO T E % 
\ all dealers } 
: know that! / 


te 7 








A dealer’s dream come true—that’s the original plastic base 
NU-KOTE, the carbon that outlasts ordinary carbons three 
to one! Listed below are just a few of the dealers who've 
written us about their Nu-Kote successes, and here’s a 
sample of their enthusiastic comments: “Convincing a 
skeptical customer is simple—a demonstration of Nu-Kote’s 
first-to-last legibility makes the sale.” “Since one grade of 


Joe Wigon, Portland, Maine / Macke-Williamson Stationery Co., Rochester, New York / Ryan and 
Williams, Inc., Buffalo, New York / Virginia Stationery Co., Inc., Richmond, Virginia / Eriksen’s, Inc., 
Toledo, Ohio / Color Art Printing, Kirkwood, Missouri / A. R. Taylor Co., Memphis, Tennessee / The 
Bidgood Stationery Co., Mobile, Alabama / Westwood Office Supply, Inc., West Los Angeles, California 


x 





NU-KOTE® is a product of Burroughs Corporation, Mittag Division 
FREE SAMPLE! GET DEALERSHIP FACTS! MS-19 
Dealer Sales Department 
Burroughs Corporation, Detroit 32, Michigan 
O Without delay send me a FREE SAMPLE of NU-KOTE 
typewriter carbon. 
OO Also information on how I can become an M&V NU-KOTE 
dealer. 
NAME 


Nu-Kote handles almost all copy jobs, we’ve never had it 
so good from an inventory standpoint.” “The only people 
who are more enthusiastic about Nu-Kote than we are? 
Our many repeat customers!” But why take anybody’s good 
words for it when proof is only penstrokes away? Just fill 
in the coupon and send for your own free sample of revolu- 
tionary Nu-Kote. 





FIRM NAME 
FIRM ADDRESS 


CITY. 








ZONE STATE 





In Canada write Acme Carbon & Ribbon Company, Limited, Toronto 13, Ont. 
P. S. Another profit-puller plus: fast-selling Burroughs adding and cash machines. 


SEE US AT THE EASTERN COMMERCIAL STATIONERY SHOW OCTOBER 17-20, BOOTH 403 


—————— eee 
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A Heyer Mark III Conqueror Spirit Duplicator with a transparent 
cover was operated at greatly reduced speed to show its unique 
feed drive mechanism to engineers and designers at a recent De- 


sign Engineering Show in Philadelphia. The machine was one 
of seven products selected for outstanding mechanical design by 
Design News magazine. Here Edward M. Springer and Frank 


Flider, Heyer engineers, explain mechanism to Hugh R. Roome of 
the magazine. 








Stationers Corporation of Los Angeles, left, and J. K. Gill in Port. 
land are among the stores which recently featured Lindy Pen 
window displays. 


VI 





Wilson Jones’ new data processing center includes specially con- 


structed Ramac room. in lower photo L. H. Smith, data processing 
supervisor, explains the Ramac operation to W-J sales executives 
Edward Whittemore, David Marder and Jack Behr. 
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Half century honors are accorded The Parker Pen Co. by The 
Curtis Publishing Co. for 50 years of advertising In The Satur- 
day Evening Post. Left to right are Peter E. Schruth, vice presi- 
dent and ad director, The Saturday Evening Post; Bruce M. Jeffris, 
Parker president; Robert E. MacNeal, Curtis president; and Daniel 
Parker, executive vice president of Parker. The Post's first Parker 


od was a one-column black and white insertion featuring a ‘‘joint- 
less Lucky Curve pen.” 





Officers of Eberhard Faber Pencil Co. and of the Wilkes-Barre (Pa.) 
Industrial Fund, Inc., discuss a rubber products finishing plant addi- 


tion to the pencil company's two-year-old factory. Seated, left to 
tight, are Frank L. Willis and Louis M. Brown, treasurer and presi- 
dent of Eberhard Faber, William O. Sword, Industrial Fund presi- 
dent, and Frank Burnside, president of a Wilkes-Barre civic group. 
Standing are John Howley, Eric Q. Bohlin and Duncan C. Taylor, 
representing Eberhard Faber. 
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Comedian Orson Bean, actress June Lockhart, starlet Barbara Nich- 
ols, all seated, and comedian Milton Kamen, standing left, hold 
the Olivetti Lettera 22 portable typewriters they won in Panto- 
mine Quiz, national television show. Presenting them their prizes 
was Mike Stokey, emcee, standing right. 


WESCOSTEL DESKS 


Cus hous te A549 


— 


Three carloads of Wesco Steel Desks were purchased by the East 
Detroit Public School System and the order was sold and serviced 
by Class Rooms, Inc., Lansing, Mich. 






9) 
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Oxford Filing Supply Co. has completed expansion of its Los 


Angeles plant to more than twice its original size. The firm's 
West Coast production facilities now measure 30,000 square feet. 
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CURRENCY GIFT ENVELOPES 
Justrite’s exclusive line of Currency Gift 
Envelopes appeals to all banks. Besides 
being positive good-will builders, these 
envelopes provide dignified advertising 
appreciated by clients. 

Banks Gift Enve- 
lopes to their customers to enclose cash 
gifts for Christmas Holidays and other 


furnish Currency 


festive occasions. The advertising value 
comes from the bank name imprinted 
on the envelopes. 

Justrite offers the 1959 currency gift 
envelope assortment in 22 beautiful steel- 
die engraved. designs and 8 attractive 
lithographed styles, both in 2 colors and 
furnished on classic white vellum stock 
. . the 
ideal line to stretch your profits and 
please your bank customers. 


YOUR JUSTRITE SALES PLAN 


Check these features of your Justrite Sales 
ee 


¢ Complete line of standard, specialty, and 
unusual envelope products 


with matching outside envelopes . 


e Easy-to-read wholesale and retail catalogs 
for dealers 

e Full line-up of samp'es and sales aids 

Be a Justrite dealer and enjoy the benefits 

of your dealers sales plan. Write for your 

Currency Gift Envelope samples and Price 

List 910S. 


Two Modern JUSTRITE Factories 


NORTHERN STATES ENVELOPE CO. 
300 East Fourth Street © Saint Paul |, Minnesota 
20 East Jackson Boulevard * Chicago, Illinois 


JUSTRITE ENVELOPE MFG.CO., INC. 
523 Stewart Avenue, S.W. © Atlanta, Georgia 


iy | Foil il ifel 
fai Mice} ijiel only. 
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NEW PRODUCTS .... 
Portable Typewriter 


A new portable typewriter has 
been introduced nationally by 
Smith-Corona Marchant Inc. The 
new machine, called the “Galax- 
ie”, is wider, has more stability 


(Continued from pase 12) 


due to a lower center of gravity. 
and low-swept contours to dis- 
tinguish it from conventional 
portables. Aluminum alloys and ' 

plastics have been utilized for greater tensile strength without 
additional weight. The “Galaxie” pounds, 
Aluminum and plastic are also non-resonant and have a sound. 
proofing effect which makes the machine practically noiseless, 
A new “bonnet” (ribbon-spool) rolls forward instead of lifting 
up on hinges. The machine rests practically flush with the desk 
or table top and does not sit up on knobs or legs. To accom- 
plish this, rubber strips are interlaced through the aluminum 
base of the jacket. This cuts down on vibration and makes it 
almost impossible for the machine to creep or jump out of 
position. An aluminum plate covering the bottom of the ma- 
chine protects it from dust and dirt. 


weighs about 12 


Typewriter Drawer-Stand 15 

A desk drawer that serves 
as a steady typing platform, 
as well as the machine’s stor- 
age area, is the newest feat- 
ure of the Walnut Receptio- 
nist Desk introduced by Cot- 
tonsmith Furniture Manv- 
facturing Co. The desk 
drawer storage of the type 
writer, makes an additional deep drawer available in this com- 
pact 55” by 27” single pedestal desk. Typo-lift, the registered 
name of the feature also converts the drawer front into an extra 
working surface when in typing position.. 


men ” ” 
Bc tit 


Already available for 
portable typewriter use, the Typo-Lift feature is being perfected 
for the heavier standard and electric machines. 


Pen Display 16 

A merry-go-round of Ink-Stiks is 
attractively displayed in the Micro 
point “Carrousel”. The “Carrousel” 
is a compact, one-stop pen depart- 
ment less than one foot square. It 
holds 16 dozen Ink-Stiks in eight 
assorted ink colors and four point 
styles. It revolves for easy selection. 


Air Cleaner 17 

A new “Sprayit 408” universal air cleaner for maintenance of 
office machines and precision equipment is offered by the 
Division of Thomas Industries Inc. The all- 


Electric Sprayit 








purpose air cleaner was designed to solve on-the-spot appliance 
and business machine cleaning problems. The leading business 
machine company from whom the cleaner was developed has 
already purchased over 2,000 of the new Air Cleaners to service 
its office installations, the company said. Weighing only six-and- 
one-half pounds, the air cleaner can be carried easily in a main- 
tenance man’s service kit. It won't disturb office or store routines. 
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2 NO. 1911 ae ESET ss 

NO. 1911 — STATIONERY ASSORTMENT Sinem NO. 1011—ALL-PURPOSE SHEAR ASSORTMENT 
You get 7 different shears — from 7” to " $4 B'6 The World's Fastest Selling Shear Mer- | **'A! $4176 
z —_ Strai a sage a VALUE oomngals por All- sg household VALUE 

fimmers, ‘ary, Bankers, an r DEALER shears mou on striking red, white, 

poets Shears. Moderately priced. Beau- COST S gG'° and black card for counter or wall. 2 pairs seca $7745 
ont ooprong Saat isplayed for f Ay Med a ae nes ccatcaiaiataeiadl 
‘quick sales on colorful ca DEALER o6 plated blades wi ck enameled handles DEALER 1 
Retail from $1.79 to $2.50 * | PROFIT $ Gee 6 Retail 98¢. PROFIT $4 3 


ORDER FROM YOUR JOBBER OR WRITE T 





SELF 
SELLING 
MERCHANDISERS 





PROFIT 



























E ACME SHEAR CO.,BRIDGEPORT 1,CONN. World’s Largest Manufacturer of Scissors & Shears. 
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ANY WAY YOU SLICE IT, 
Listo is America’s best-selling 
marking pencil! And no won- 
der, for it writes big and bold 
on cellophane, metal—even 
glass! 

Better stock up—and make 
Listo a best-seller for you/ 


Sell "em over and over — with Listo refills! 
Six look-alive colors. 





LISTO PENCIL CORPORATION - ALAMEDA, CALIF. 
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OFFICE 


PMUhae) P-warel.. VE 


CLIMAX OF 20 YEARS OF DEVELOPMENT 


by PRINT-O-MATIC (i 
MACHINES that <i 
SAVE TIME © CUT COSTS 


for YOU! 


FOLD-0-MATIC 
FOLDING MACHINES 


© FOLD 120 SHEETS PER MINUTE ‘ 
IN ALL POPULAR FOLDS 


© POWERFUL UNIVERSAL MOTOR 
\ © BALL AND SELF-LUBRICATING 


BEARINGS THROUGHOUT 


' \ A MONEY-MAKING AUTOMATION 
ee CREATION FOR EVERY OFFICE 


FH-5C Desk Model 
FH5-HD Heavy-Duty Model 


and NOW... 
(Super-capacity, folds sheets 
up to 17” x 22”) 
FH6-AP All-Purpose Model 


A 
NEVER BEFORE SEEN 


New Model PRINT-O-MATIC 
MIMEOGRAPHING MACHINES 


THE SENSATIONAL 


5-E ELECTRIC ROTARY FEED 
5-B HAND-OPERATED ROTARY FEED 


e fully, automatic inking with semi-paste 
NEW non-drip ink. 
e NEW closed cylinder 


utomatic, rotary, lint-free one-at-a-time 
™ NEW se) : 


e NEW modern, streamlined styling 


ow NEW and different paper stripping to prevent 
static 


e NEW, no-rubber side guides 
a ” 





amazing, successful 
PRINT-O-PASTE INK 
and SILK SCREEN PADS 
for MIMEO EQUIPMENT 


PRINT-0-MATIC CO., INC. 





724 WASHINGTON BLVD. @ CHICAGO 6, ILL. 
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Pocket Check Writer 

A new pocket check writer 
is announced by Klik Indus- 
tries, 2110 Warren, Evanston, 
Ill. Called Klik Checkwriter, 
the device is small, compact, 
measuring 454” by 144” wide 
by 2”, and comes in a plas- 
tic case with snap-flap. In- 
cluded with each unit are: 
(A) One tube of ink; (B) 
Extra replaceable roller, and 





(C) Illustrated diagrammatic instruction sheet, with complete, 
easy-to-understand directions on how to use the checkwriter, 
Any size check is slipped in, the dial set, and the two “jaws” 
compressed. The word or figure is automatically perforated into 
the paper—deeply imbedded in red indelible ink. Retail price 
is $15. 


Combination Lamp 19 

A new approach to the prob- 
lem of proper lighting for desks 
and work surfaces made its de- 
but at NSOEA show when Am- 
plex Corp. unveiled the Amplex 
Trombolite. The new lamp, a 
combination of incandescent and 
fluorescent lighting in a revolu- 
tionary extension-rotation-swivel 
action design, is described as the 
most radical departure from existing desk lamps in over 30 
years. Operated by multiple switching, the two kinds of light- 
ing are used separately or in combination for blended and _ bal- 
anced light sources. Light can be directed by positioning the 
reflector, which tilts and swivels without disturbing the position 





of the arm. The arm itself is adjusted by ingenious telescoping 
rods, which extend the complete unit from 25” to 39” overall 
A spring-action cord coils between the two arms, extending and 
retracting as it is adjusted. The arm rotates in a full 360-degree 
circle on the mounting base and tilts 100 degrees in the vertical 
plane to any desired angle. Four colors are available. The price, 
less lamps, is $34.25. 


Rolling Ruler 20 


Rol-Ruler is a patented plastic : 
German-made 12” ruler for drawing 
parallel lines in measured distances 


without lifting ruler from paper. Ac- 
curate built-in rollers allow easy 
movement up or down when draw- 
ing lines. A spiral index window 
automatically measures distances be- 





tween horizontal lines as close as “a 
1/16”. The useful new tool is available in inches or centimeters. 


lron Frame Typewriter 21 

What is described as the only 
one-piece cast iron frame typewriter 
in the world is handcrafted by Sie- 
mag of West Germany and distri- 
buted exclusively in the U. S. by 
Continental Office Machines, Inc., 
500 Fifth Avenue, New York 36, 
N. Y. Construction of the Siemeg 
Typewriter is said to eliminate all 
vibration and distortion, resulting in print-like type, unusually 
fine and repair-free performance at all times. Aside from ordinary 
office use, the machine is ideally suited for use on ships, planes 
or trains; wherever surfaces are not stationary. Though cast-iron 
in construction, the machine is said to weigh no more than or- 
dinary machines. 
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STERLING "Dial-A-Matic” 
a= Led l—-J Lesa ~Xe lei iale mm \,[-Ceialial—\— 
Really Add Up 


Nh) ¢-t- Co VA A-t- ta a coll ale M- tale, 
Volume Christmas Sellers 


Free! Order deal No. 
590. Colorjul Counter 
Display available 
containing 6 each of 
565, and 3 each of 
567 and 568. Ask your 
jobber. 


Sterling Adding Machines are ideal for 
homework, household arithmetic and all other 
day to day calculations. Outstanding features 
include: 
All models subtract as well as add 

e Fast, accurate, easy to operate 

e All moving parts of Dupont nylon 

e Mechanically guaranteed throughout 


No. 565 4 Digit Model $1 retail 
Adds up to 9,999 : 


——— all 
— aa - 
wr ae 


dl 


No. 567 5 Digit Model $2 retail 
Adds up to 99,999, Skidproof corners —_ 
ne <=. 


— ens 
* 
es, 


8 . 
Me is fe 


No. 568 6 Digit Model $4 retail 
Adds up to 999,999, Automatic clearing bar, 
Skidproof base 
ORDER NOW FROM YOUR JOBBER 
And send for your copy of Sterling’s catalog 

of quality school and stationery supplies. 
STERLING PLASTICS CoO. 
1140 Commerce Ave., Union, N. J. 
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Cash in on the holiday trade—sell the lightweight, 


precision-built Adler Portable. It gives big machine 


performance. Two-tone gray finish with carrying case. 


Write : “addo-x inc”, 300 Park Ave, New York 22, NY 


B Adler Portable <j 
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NEW PRODUCTS .... 
Giant Color Murals 22 


To help dealers and distribu- 
tors capitalize on the demand 
for giant-sized decorative mur- 
als, Glenview Products Inc. an- 
nounces the addition of spectacu- 
lar 12’ by 6%’ full-wall sell- 
ers to the nationally-advertised 
Grandv-ew line of full-color mur- 
als. These giant murals retail at 
$29.75. A full-color brochure 





showing the large-size murals, along with the complete Grand- 
view line of smaller-size murals as popular prices, is available 


Saves 50% on costs 





° : to dealers and distributors, along with information on sale; 
eee proved in exhaustive helps, discounts i ee i eS ' 
operating tests 
Paint Sets 23 
When it comes to business, Scripto S.P.0. saves | + saw, name Senne aa 


set was announced recently hy 
The Carter’s Ink Co. Designe}] 
for home, church, school and 
club use, the sets include “4 oz 


a good 50% of the costs of other pens recently | 
tested for economy and efficiency. Ina marathon | 
writing test} (see footnote) Scripto won on all 
counts...1. Uniformity of writing. 2. Economy 
of ink consumption. 3. Lowest “operating costs” 





jars of the basic colors: white 
black, yellow, red, blue and 


green paints, plus an _ acetate 





of ' mixing tray. Each colorfully 
of all pens tested—a full 50% lower! ay packaged set is pre-priced for 
Ht : ; ' dealer convenience and quick 





self-rervice sales at 98 cents. Because of the safety of non Mm 


’ | toxic paints, Carter’s expects the new tempera sets to be par 
Here’s the record: Be OD) ticular e 





attractive to parents and teachers. The product offe: 
' many tie-in sales possibilities, such as brushes, art paper, and 
The cost for 20 miles of coloring books. To accompany the sets, Carter's has prepare! 
e,¢ an informative pamphlet giving instructions on the use of tempera 
non-stop writing colors. The 
SCRIPTO S.P.O. $1.43 
BRAND“A” 2.82 
BRAND“B” 3.29 
BRAND“C” 3.66 


will be supplied, free of charge, upon request. 


Piastic Playing Cards 24 ait: 


All-plastic playing cards with a I[fetime printing guarantee 







and recommended for laundering in the family automatic washer 
have been introduced by Northbrook Plastic Card Co., a divi- 
sion of Arreo Playing Card Co. Called Nor cards, these new 














-f 


Even on cost of refilling, Scripto proved 
better than 50% more economical. 
(Two other brands tested weren’t 
refillable at all). Scripto Ball Pen with . 
complete choice of points for general 

office, stenographic, accounting, 

etc. Full size refills cost less than ' 

10¢ each in dozen lots. Completely , > . 
leakproof and specially low a 
priced for office use. Ask your plastic cards will not burn, crack, warp, chip or fade. The cards 
stationer for quotations. are covered by a special plastic laminate to make them virtually 


nw 
a 


“4 
ae*s 
4 


¥ 
~ 
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| indestructible. Nor cards are available in four colorful patterns: 


j A | t ° fleur de lis, jungle bird, berry branch and temple dancer. They 
Vi 2 complere service retail for $10 for two decks. Replacement cards can be obtained 
with all these from the company for 35 cents. 


accesssories: | 






rte 


* Economy priced Party Goods 25 


desk base. 


= 


Buzza-Cardozo greeting cards offers 


¢ Memo pad and two new lines of rack merchandise, a 
pen holder im Party Pak line of bridge tallies and 
| } place cards and the Handi Pak line of 
| assorted greeting cards. A Buzza-Car- 


dozo salesman’s book has been special- 


ly produced for « atio ide sales 
SCRIPTO now serves industry eee 


effort on these items. 
with the best in writing...at any price! 


tTest #52782 conducted in the laboratories of United States Testing Co. ER, 1959 
Scripto, Inc., P. O. Box 4847, Atlanta 2, Georgia, U. S. A. 56 MODERN STATIONER, iaiectiaaians 
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modern steeleraft... 







Series 100 and 200 — Full Suspension Files 


® 10 Roller Bearing heavy duty full suspension cradle 
Newly designed finger-tip control follower block 


Symphonic lustrous permanent finishes of olive green or 
modern grey 


Rugged construction with 6 reinforced uprights 
Beautifully designed with solid aluminum hardware 
Made of heavy gauge steel for lifetime service 
Available with thumb latch upon request 


All models available in letter or legal sizes and with 
plunger locks 


Puzzled on how to turn shoppers into customers? ... Then feature MODERN STEELCRAFT—the profit making line. 
Made by a company specializing in files for over half a century. Built with features that clinch sales and priced to 
give your customers maximum value . . . not to mention maximum profit for you. 

Write for our new 1959 catalog showing our full line of easy 
selling, high profit office furniture 








modern steelcraft inc. 
2973 Cropsey Ave.- B’klyn.14,N.Y. 








Don't miss our display at the Eastern Commercial Stationery Show, Booth 67, Trade Bldg. 
- - - for more details circle 144 on last page 


new ideas...new values...mew service... 


Sending you 


Things are humming at ARTGUILD / ART GUILD 
to make this the biggest year in our for everyday & seasonal cards 


history! From Maine to California... JV ENCORES 


for smart contemporary cards 








for the masses or the carriage trade... <a) 
nothing beats the ART GUILD lines v MERRIE CHRISTMAS » * a 
in ingenuity or profit opportunity! iin 


Ask us to prove it. 


“ae ry 

‘ je : 
250,000 sq. feet on 10 acres of land ( >> >£. 
ft 3 . 


SINCE 1907 
uted 
OF WILLIAMSBURG, INC. 


=> MAIN OFFICE: 3280 Broadway, New York 27 - PLANT: Webster, Mass. 
REGIONAL SALES OFFICES: St. Louis, Kansas City, Los Angeles, San Francisco 











MEMBER OF THE NATIONAL ASSOCIATION OF GREETING CARD PUBLISHERS 
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Increased Social Security Tax Makes 


Every Office a Prospect for Famous 
DELBRIDGE Social Security and 
Withholding Tax Charts! 





Effective January 1, 1960, every office, every 
payroll department must make increased social 
security tax deductions from employees’ earnings! 


The revised DELBRIDGE Social Security & 
Withholding Tax Charts feature these changes 
plus withholding tax deductions. Four separate 
editions cover all payroll periods—weekly, 
bi-weekly, semi-monthly, monthly. Guaranteed 
accurate! Retail price $3.50— 

you make $1.75 or 100% profit! 


Alert your salesmen to this rate change— 
start taking orders now for 
DELBRIDGE Charts. 
Immediate delivery! 












Write Today for Supply 
of Catalog Pages... 
Envelope Stuffers! 


DELBRIDGE CALCULATING SYSTEMS, INC. 


xted Tables for Business & Industry Since 1890 
2502 Sutton Ave . St. Louis 17, Missouri 
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Glitter Pen 

Professional designs, artistic dec- 
orating and do-it-yourself  gift- 
making, is simple and effective 
with a new, versatile decorating 
tool. Known as the Linck 3-D 
Glitter Pen, it contains a non- 
tarnish glitter and colored ad- 
hesive combination that can be 
applied to any surface to form 
| a sparkling, decorative effect. The 
new pen eliminates the mess of some techniques which require 
application of an adhesive, then the glitter and shaking off the 
excess, all in separate steps. In addition, the decorations made 
with the 3-D Glitter Pen dry in minutes, do not flake off, can 
be immediately wiped off any surface with a cloth to correct 
errors, are washable, and can be ironed when they are used on 
cloth. Paper, glass, leather, metal, china, and wood are all per- 
fect surfaces for applying glittering designs. Six colors—gold 
silver, red, blue, green, and multi—are packaged individually for 
49 cents per large pen or three medium pens in assorted colors 
for $1. 





Combination Stapler 27 


A complete stapling department 
in one compact unit is being intro- 
duced by the Faymus Div., Bankers 
& Merchants, Inc. The new Bami 
Combination Stapler serves simply 
and quickly as (1) a hand stapler, 
and (2) a desk stapler. The basic 
Bami Stapler, when mounted in- 
side the plier attachment, provides 
an excellent hand stapler and _stap- 
ling plier. It becomes a desk stapler when the basic Bami 
Stapler is mounte! on a Bami base plate. Priced to sell at $6.95, 

gether with a supply of 5,000 standard staples, the new 

‘omb nation Stapler purchased as individual components would 


cost $12 





Label Holders 28 
Office Products, Inc. has in- 
troduced “Easy View” label 


holders to the stationery trade aay Bndione FASY 

for indexing books and_= ring — Ap. 

binders. They are light in weight F 
~*~ 

because they are made of clear — 


plastic Their patented swivel ewer — LABEL 


clips insure a neat fit on either HOLDERS 





books or ring binders. Edges are 
trimmed in color for coding. They are available in three standard 
ring size—1l”, 144”, and 2”—and a standard 2%” length. There 
are five colors available and inserts are included. 


Adjustable Machines Pad 29 
| A new patented Packer Univer- 
sal Expandable Pad is designed 
| to fit most office machines. It 
is constructed of hardboard to : 

| assure firm, durable support; 

| moss rubber on top to prevent 
slipping and sliding of the 
machine; and pliant multipreen 
on the bottom to cushion the 





| machine, and absorb noises. An extra layer of multipreen on the 
back of the pad provides additional support for the heavier 
| distribution of weight in the back of most machines. The pad 
arms are bound with hard metal to add long life and stream- 
lined appearance to the pad. The hinged arms, which open to 
2014” are an exclusive feature of the 15°4” deep Universal Ex- 


pandable Pad. The Expandable Pad retails for $5.50 in the 
Northeast, s!'ghtly higher elsewhere. For further information 
write to: Raymond Packer Co., 42 Hampden St., Springfield, 
Mass. 
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THE 
PERFECT 
OFFICE-PEN 
REFILLABLE-RETRACTABLE 


With pen-size, visible ink supply 
in 542” long refill. 


THE 


“FAVORITE” =| 
AW Fite. 5 


SO 












1 dozen pens in attractive, 
slide box with perforated 
tray for easy access to pens. 


SHAPE 


WRITING 
COMFORT 





Medium Line Pen ........ # 59....29¢ each 
Extra Fine Line Pen ...592...39¢ each 











Choice of 4 ink colors: 
Blue, red, green and black. 
(Button at top of pen denotes ink color.) 





Medium Line Refill: #059....12 for $1.20 
Extra Fine Line Refill: #C592..12 for $1.80 











ALL-RITE PEN, INC. 
HACKENSACK, NEW JERSEY 
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No need to be 
low man 

on the 

totem pole... 


Sales ZOOM 
& &% 4pol with 
he TUTTE bene! 











GIFT WRAP 





CUTTER BOX ROLLS 


PACKET FOLDS 





NAPKINS 





FACIAL QUALITY ALL-OCCASION 








TABLE SETTINGS 


f ‘ 
4 : 
"4 “i " 
aS - . ~ 2 
* 
e 4 
. - 
“, * 
* 


BANQUET 
TABLECLOTHS 





CREPE PAPERS 
= “a 
i 4 FLAMEPROOF FOLDS — — 
\ AND ROLLS a 
es be 
2% 


FLAMEPROOF / 
STRIPED ROLLS 


“BIG BULK" 
FLAMEPROOF STREAMERS 





NEW YORK: 1123 Broadway 
Telephone: ORegon 5-8590 


CHICAGO: 20 N. Wacker Dr. 
Telephone: CEntral 6-7013 


TT 
7 Paper Goods 





Paper Specialties you 
want from One Sewree 


TUTTLE PRESS COMPANY 
APPLETON * WISCONSIN 
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HARDWOOD RULERS 


precision-matic 







SENCO 


delivers Quality, 
Variety, Consistently 


Senco’s new precision-matic machines 
turn out rulers of uniform top quality... 
guarantee you extras that mean faster 
turnovers ...more “money in the till.” 


MAKE Selling Rulers PAY 


Ask your nearby jobber about 
the profit-making Senco deal. 


%Only Seneca Novelty Co., Inc., makes SENCO Rulers 


SENECA NOVELTY CO., INC. e 52 MILLER STREET @ SENECA FALLS, N.Y. 
- - - for more details circle 156 on last page 





International World Map 

Continental United States 

Superior Map of Europe 

Superior Map of New England 

Superior Map of North America 

Superior Map of South America 

Superior Map of Canada 

Superior Map of Asia 

Superior Map of Africa 

Superior Map of Pacific Ocean 
Australia and New Zealand 

Superior Map of Gulf, Caribbean 

and Atlantic Ocean 








FREE! This display rack given 
with initial order of 72 or more 
assorted items. 





ATLASES and OTHER ITEMS 


@ Globemaster World Atlas @ Popular Atlas of United States 
@ Weather Kit @ Map of Mankind 
@ Space Kit e@ Handy Star Finders 


C.S. HAMMOND & CO. 
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Modular Secretarial Unit 

A new concept in Modular 
Secretarial Desks is being featur- 
ed by the Robert John Co. One 


arrangement consists of model 
L-206 modular desk with two 
F6 file cabinets. Used as a desk- 
work-storage unit, all materials 
are kept within easy reach. The 
secretary can reach for the file 





drawer she needs (while seated) 


Each file drawer 
is coded and identified by its color, thereby simplifying file sys- 


without having to check index card or labels. 


Fourteen different colors are offered for the file drawers 
Letter and legal size files may be coordinated, and may be joined 
together with a continuous top. The new Secretarial Modulars 
are available in four natural wood finishes and fourteen colors, 
with interchangeable units. 


tems 


Map Puzzles 3] 
Rand MeNally announces the creation of two new full-color 
map puzzles, similar in size and price ($1 retail) to its United 





States Puzzle. The new puzzles are: The World Map Puzzle 
' 
plage 
wal fey ie” 9 
: a or v 
s Wig ms ee , 
tp cy at “? 
as Tae Me , 
= Sep RAN 4 i y 
a - ~, ' <4 S 
i Ld 
and The Moon Map Puzzle. The World Map Puzzle is intri- 


cately die-cut along national boundaries, is completely up-to-date, 
and shows hundreds of place names. The Moon Map Puzzle 
shows all the craters, mountains, and oceans on the moon and 
names all the important features. Each of the new puzzles is 
mounted on heavy board for durability, measures 49” by 19” 
and contains approximately 60 pieces. The company also has 
a new Cosmopolitan World Atlas, which includes a 6-color wall 
map of the 50-state United States. 


Gun Clock 32 


A gun-clock combination that will appeal 


to both “gun-totin” offspring and the 
western-minded adults is being manufac- 


tured by Spartus Corp. (formerly Herold 
Products Co.) 2110 W. Walnut, Chicago, 
Ill. This modern version of the famous 
“Six Shooter” is called the SPARTUS .45, 
the original handcrafted 
famous counterpart with 
a precision built-in electric clock. Another 
Spartus clock is the Hi-Hat, on which 
hour is the 5 o'clock cocktail hour. 
It is shaped like a top hat, with a while 
hand for the 


and combines 


features of its 


ey ery 


glove hour and a 


minute hand. 


cane 





Floor Guards, Glides 33 


A new Floorguard line of 


diversified caster cups and 
glides made of non-corroding, 
non-shattering plastic imper- 
vious to cleaning compounds 
is introduced by United States 
Caster Cup Corp. Designed 
for permanent mounting, if 
desired, this economy line 
prevents furniture marring floors with black marks, skid marks, 
rust marks, rubber marks or stains. Floorguards Caster Cups 
come in round or square shape to suit furniture legs, in small 
size for lighter furniture or large size for heavier desks or other 
furniture loads. 
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100% INCREASE IN MAGNIFIER SALES 
Reports Atlanta Store 


Mr. B. A. Braunecker of Ivan-Allen Co., Atlanta, Georgia, writes: 


“We're sure sold on these B&L displays. Not only have they helped 
increase our magnifier sales 100%, but we find they save our salespeople’s 
time in selling the high profit Bausch & Lomb magnifiers.” 
lrawer , <a 
le sys. MAGNIFYING READERS 
rawers, 
joined 
xdulars Eyecatching . . . self-selling . . . these displays can 
colors, build plus profits for your store, too. With a 4 time 
per year turnover* and a full 40% margin, B&L mag- 
3] nifiers are an important profit 
l-color maker. Write today for complete 
nited details. Bausch & Lomb Optical 
Puzzle Co., Rochester 2, New York. 


*Surveys show average turnover of mag- 
nifiers is 4 times a year. Also that 75% 
of all magnifiers sold in this country are 
Bausch & Lomb made. 


intri- 
date, 
Puzzle 
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with Versatile DOME BOOKKEEPING RECORD 


Why stock a variety of slow moving book- 


keeping records ...? This one popular book ma 


is all you need. No refills... full big profit 
on repeat sales! 


ee : é Ai a powe , 
NOW ! owt pome ase ge TAX RECORD 
TO SERVE 1 sh : 7 
‘ OK les nr 
YOU FASTER We eo et DAYROLL BOOK 
A New : : 
Pacific Coast 
Warehcuse 
. 
4802 Loma Vista Ave. 
Los Angeles 58, z * Contains Weekly Sum- 
narks, Calif. No Weekly Summary 50 mary with Cut-Leaf Specially Designed for 
Cups * No Name, No Word, No . Sheets 9.50 Salesmen, Employees ].00 
small Figure is Duplicated * Exclusive Dome Instant and Homeowners 
other © You Write it Only Once FICA Tax Calculator 
¢ Exclusive Calendar of fax Forms 


1959 DOME PUBLISHING CO., Inc. The DOME Building - 357-361 Canal St. - Providence 3, Rhode Island 


4802 Loma Vista Ave. - Los Angeles 58, California 
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NEW PRODUCTS ..... 


“‘Personalizing’’ Napkins 34 

The Tuttle Press 
Co. announces the 
addition of three 
new napkin designs 
in their cocktail and 
luncheon sizes for 
personalized im- 

A special 
feature of 
the new napkins is that while they are 
soft and gentle to the touch and wet- 
strength treated for exceptional absorbency, 
they feature an over-all delicate embossing 


printing. 





selling 


design which makes them ultra-rich in 

“feel” and extra firm for handling when 

hand feeding to the printing press or 

stamping machine. 

Punched Labels 35 
In conjunction with tabulator  super- 


visors, Pee Cee Tape & Label Co. has 


Institutional Chair 36 

The newest inno- 
Stylex 
Seating Co. is a 


vation by 


basic chair intend- 
ed for group gath- 
church  so- 
cials, and auditori- 
hospital 
Stylex is 
now manufacturing 
the sturdy, all steel 
Model No. 


731, at a price said ” 


erings, 


um and 


sealing 


chair, 


to fit the low budgets of institutions. A 
contoured slatted back of steel tubing and 
a saddle-shaped steel pan, seat cushioned 
with bonded latex rubber, adds posture- 
support and comfort to the new chair. 
Rubber cushioned self-leveling glides on all 
four legs save wear and tear on floors. 
Chair is of all-welded construction and 
comes in basic colors of gray, tan and 
mist-green, with U. S. Elastic Naugahyde 
upholstery on seat offered in a choice of 
12 decorator colors, grospoint in four. 





quired) at a lower cost than previ isly, 
The greatest use of NCR paper to date 
has been in the accounts receivable ae- 
counting area. The use of NCR paper 
on the Sheppard pegboard eliminates the 
need for carbon paper, or carbon holders 


between the statement and ledger card, 


thus speeding up the posting operation. 


Folding Drawing Table 


An attractive new 
folding drawing 
table said to be as 
sturdy as standard 
drawing tables, has 
been introduced by 
Anco Wood Special- 
ties, Inc. The uni- 
que design of the new #415 Harwood 
Stor-A-Way Drawing Table makes it easy 
to set up and convenient to store when 
not in use. By simply loosening two 
wing nuts, and releasing the jack-knife 





developed a new 


Pressure-Sensitive Label. 


Marginally 


Punched 


Easily and ef- 


braces, the table is readily folded flat for 
inobtrusive storage. When set up, it pro- 
vides plenty of knee room and a smooth 


ficiently flowing through any automatic NCR Pegboard System 37 solid working surface which can be tilted 
tabulating equipment using the pin feed The C. E. Sheppard Div. of Yawman to any angle, including vertical. Pine top 
platen principle, labels are available both & Erbe Mfg. Co., Inc., Rochester, N. Y. and hardwood base are finished in clear 
in rolls or fan folded. When removed has just announced a change in its Ac- lacquer. Available in the three most 


for application, labels won’t curl and ac- 
immediately 


cept imprinting 


smudging. 


NOV 26 1970 


WM. A. & CO., Incorporated 
Ws?’ 

De 216 Nichols Ave 
ay Brooklyn 8, N.Y 


without tems. 


N.C.R. 


able with 






FORCE Model 
7 ey pt 

aters fill the ’ 
needs of offices, JAN23°S7 
banks, insurance companies... 
move fast, earn high profits. 
Model 400 dates in small 
spaces; date changes with 


b\ stylus. Model 450 has bold day 


figures; month changes auto- 

matically after 3 Ist day change. 

Write for catalog, 
Dealer Discounts. 


Sales Offices’ NEW YORK e CHICAGO « SAN FRANCISCO « MONTREAL 
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counts Receivable pegboard accounting sis- 
These systems will now be avail- 36”, 31” by 42” 
(no carbon re- 


popular board sizes, 23” by 31”, 24” by 
, the new Anco table re 
tails in most areas for under $25. 











SCHWAB 


Presents a 
NEW DUAL 
VERTICAL 
BLUEPRINT 
SAFE 
Choice of 
Two Styles 
Vertical or 


Rolled Filing 





Model 1853-CT20-BP 

FIRE AND BURGLAR PROTECTION of valuable 
tracings and blueprints. Underwriters’ Class C Label, 
T20 Label, and Relocking Device Label gives maximum 
protection that no other blueprint plan file offers. 
CABINET DRAWER has 77 tubes to coitain rolled 
blueprints to 48 inches high. Ball bearing suspension 
for easy operation. 
FOR VERTICAL FILING —10 - 30-inch long filing 
removable gliders; capacity 1,000 prints. 

Write for complete information and prices. 


SCHWAB SAFE CO. Inc., Lafayette, Indiana 
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AMERICA’S FOUR-MOST 
WRITING INSTRUMENT 


norma’ 


Pen-Pencil 
-in-One 
Combination 


1 Pen+ 
3 Pencils 





















THE QUALITY-CONSTRUCTED 
pen-pencil for all writing 
needs! It includes 3 colored 
pencils—black, red, blue— 
and a smooth-writing pen. 
Ink refill is easily inserted in 
a few seconds .. . Manufac- 
tured and guaranteed by 
Norma, leaders in quality 
Multikolor Pencils for 30 years. 


BATES 


telephone 
indexes 
ring the bell 


ALL ALONG THE LINE! 


they build Profits plus Volume 


Retailing at $5.95 the NORMA 
COMBINATION is a worthy 
addition to the regular line of 
nationally -advertised Norma 
Multikolor (4-in-1) Pencils from 
$5.00 up . . . also available, 
deluxe models in Platinum, 
Palladium, Solid Gold. 








Here’s why: 


COMPLETE LINE . . . Bates offers a wider choice 


of models and prices. All proved profit-producers! 









Ink Refill 49¢ 
INTRODUCTORY OFFER 
1 EXTRA INK REFILL 


NO CHARGE oe 
“I 


QUALITY. . » Bates Telephone Indexes are built to 
last. Precision-engineered for long life, smooth opera- 

















tion, trouble-free service...more customer satisfaction! 





Models LASTING BEAUTY... Trim, classic designs that 
Are Made retain their smartness. 
With The 
Pen THE LEADER ... . Bates has led the field for over 


Combination sixty years... recognized the world over for craftsman- 


ship and quality. 






Visit Booth 31 
Eastern Commercial 
Stationery Show 
Trade Show Blidg., N.Y. 
Oct. 17-20 


Bates is the COMPLETE but compact line—from $1.95 to $7.95. This 
means bigger volume, quicker turnover, more profit for you. Get set 
for the big holiday selling season ahead. Buy Bates and be sure! 
Order today! 









NORMA PENCIL CORPORATION. Norma Bldg. 137 West 14th St. New York 11, N. Y the sy AT ES manu fa cturi ng co 


West Coast Dist: The George E. Eberhard Co. 
1904 3rd Avenue, Los Angeles 18 Orange, New Jersey 


182 Second Street - San Francisco 5 New York Office, 63 Vesey Street, New York 7 
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Will Moisten 
Labels 
up to 5%” wide 


Speeds up mailing operations 
for every one of your customers! 


e Takes any paper thickness 

e Large water capacity 

@ Wick roller action 

e Perfect for labels, envelopes, stamps 


to retail at $500 


slightly higher, west of Rockies 


MODEL “DG” Moistener, $6.50 MODEL “C” Moistener, $5.00 


SEND FOR CATALOG SHEETS AND COMPLETE 
INFORMATION WITH SPECIAL INTRODUCTORY OFFER 


Glu +) Glue-Fast Equipment Co., Inc. 
eS CAST o9-m white street New York 13, N.Y. 
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Extra Profits for YOU 


Personalizing witha... 


° MULTI-LINE 
Pranklir\ IMPRINTER 





© Imprint up to 5 lines 

© Imprint longer lines up to 
31/4" 

© Therm-A-Matic Heat 
Control 

© Automatic and Adjustable 
Foil feed 

e Extra large work platform 

waa? 8" by 10" 

© Optional Right or Left 

hand operation 

















A MULTI-LINE 
IMPRINTER 
working for you 
means more profit, 
less investment 
and more eco- 
nomical upkeep — 
can be amortized 
in one season. 


Send for FREE literature 
on these and many 
other exclusive, money- 
saving and time-saving 
features. 


branileoe WEST COAST REPRESENTATIVE 
FH ETT-BARR COMPANY 














Manufacturing Corp 2251 Lincoln Ave 
Norwood, Mass 





TORONTO GOLD LEAF COMPANY 
IN CANADA 284 King Street W., Toronto. 
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Coloring Sticks 39 


A coloring material, known as Neocolor, is being introduced 
for the first time in this country. For years a favorite among 
commercial and fine artists, as well as children of all ages in 
Europe, these Swiss “coloring sticks” create novel and unusual 
effects never before possible with standard crayons, pastels, 
chalks, and other items. Although made from a wax base, 
Neocolor’s concentrated pigmentation, soluble qualities, fade- 
proof tones and general all-around versatility make it a drawing 
material of many uses. Not only does Neocolor work on all 
papers, parchments, and canvass, but it can be used with equal 
success on metal foil, wood, leather, and other hard-to-color 
materials. Packaged in sturdy metal boxes, the color sticks are 
available in selections of 15 and 30 colors. Prices are $2.25 for 
the 15-color box and $4.25 for 30. Each Neocolor measures 4-1,” 
long and 5/16” diameter. The item is distributed in the United 
States by the Reliance Pen & Pencil Corp. 


Wide Copyholder 

New on the market is a_type- 
writer copyholder that accepts led- 
ger sheets up to 17 inches in width 
as well as other sheets that are 
wider than the ordinary. It may 
also be used to hold standard or 
smaller letter sizes. Called the Speed- 
rite Accounting Copyholder, it was 
developed by Hall-Welter Co. It can 
be installed with any typewriter, 
even one of the oversize electric machines, on a desk pedestal. 
It holds the copy directly in front of the operator and behind 
the typewriter. A touch of the finger on the “trigger” brings the 
next reading line into vision. The copyholder is collapsible and 
when not in use can be dropped behind the typewriter. 


Chair Pads 41 

Mirafoam, Inc., described as the world’s largest makers of 
foam rubber decorator cushions, has added a group of office chair 
pads to its line. The new chair pads have zip coverings of Cone 
quality corduroy. They are beautifully boxed and are an extra- 
thick 2-inch molded size for comfort, as well as for appropriate 
decor in today’s modern office surroundings. The washable cor- 
duroy covers come in four colors and two styles. Mirafoam furn- 
ishes a sturdy chair pad diplay, 46 inches high, 20 inches wide 
and 10 inches deep. 


Desk Lamp 42 

A desk lamp of modern design 
offered by Swing-O-Lite, Inc., 
features a one-piece stem and 
base casting, felt base to pre- 
vent scratching, durable enamel 
finish in grey or coppertone, and 
U. L. approval for all component 
parts. Packed one to a carton, 
with a shipping weight of 10 
pounds, a model with one light 
is $15.30 and a model with two lights is $16.85. 





Typewriter Papers 43 

Two new papers in the Berkshire Typewriter Paper line were 
introduced at the NSOEA show by the Eaton Paper Corp. 
Mercury Mimeo is described as a grade which is a new develop- 
ment in the paper industry. It combines quality with low cost 
to meet users’ requirements for an economical stencil duplicat- 
ing paper that is used in large quantities. Dividend Duplicate 
is made for gelatine or liquid duplicating. Tests of these un- 
watermarked papers have proved outstanding copy reproduction, 
event on extra long runs, the company says. Both papers can 
be used for pen and ink signatures. The new Eaton papers 
are available ream-wrapped in two sizes and two weights, 814” 
by 11”, 844” by 14”, in 16-lb. and 20-lb. bright white stocks. 
Complete selling and stock information is well organized on the 
exceptionally legible end-labels. 
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RASERSTIK Gir sewery 


She’s wooed by many 























but Miss Secretary’s 
heart belongs to 


A. W. Faber 


ERASERSTIK: 


The original grey eraser point —always best for erasing. 


They've tried rushing her off her feet, 
whispering soft blandishments into 
her ear—even giving her free competi- 
tive products, but Miss Secretary keeps 
steady company with her first love 
ERASERSTIK. 


Because ERASERSTIK is the first, the 
original pencil-shaped eraser and noth- 
ing has ever equalled its quality— 
although many have tried. 


Because ERASERSTIK is—let’s face it— 
a handsome product, a white-polished 
beauty that is without equal in looks. 


Because ERASERSTIK has become 
“habit’’—like her favorite lipstick. And 
buying habit is the most powerful profit 
bonanza in the world. 


We ask you—isn’t this a profit beauty 
to warm your heart? Man, if you're not 
selling ERASERSTIKS by the bushel, 
you're just not interested in money. 
Orders shipped promptly, sold rapidly 
—and all you have to do is bank the 
profit. Order today. 


A.W. FABER-CASTELL 
PENCIL CO., INC. NEWARK 3, N. J. 
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ALL SERVICE 
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Pat. Pending 


Guide-O, fbn 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


Finger Tip Control for 
‘filing and finding’’ 













They 
hang! 


Just one demonstration proves the facility, ease and 
accuracy of filing and finding with Guide-O-folders. 
Gone are the days when file clerks had to push and 
haul sagging overloaded folders to file and find 
correspondence. Guide-O-folders simply glide along 
on the metal frame. The metal strips are anchored 
securely to Guide-O-folders, hence they are always 
in position. The adjustable metal tabs are slanted at 
a 45° angle tor better visibility. 

Feature Guide-O-folders in your sales work. 


for a sample today. 


=z 
. 4 


Write 


A complete line of Filing Supplies, 


“*TRANSFILE" Fibreboard Transfer Files 


Guide O.tiay 


STEEL DESK DRAWER UNIT 





Made to fit the lower 
deep drawer of all 
standard desks. Using 
this unit, the desk 
worker always has im- 
portant and vital data at 
the finger tips—always 
in an upright position. 
Instantly available and 
instantly replaced. The 
unit consists of a metal 
tray and 25 Guide-O- 
folders complete with 
adjustable metal tabs 
and an assortment of 
inserts for tab headings. 


Guide System & Supply Co. 


335 Canal St. New York 13, N. Y. 
Visit us in Booths 83-84 at the Eastern Commercial Stationery 
Show. 
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Desk Top Equipment A 

Bert M. Morris Company’s 12-page, 1959 
catalog lists the complete Morris line of 
lesk top equipment. Featured items in- 
clude an electric pencil sharpener, letter- 
trays, pad holders, desk sets, ash trays and 
phone rests. Dealers are invited to write 
for a copy to Bert M. Morris Co., 8651 
West Third Street, Los Angeles 48, Calif 


DICTATING MACHINES 
(Continued from page 25) 

the filing, clerical work and book 
keeping. That is where this equip- 
ment is so valuable. We _ point 
out that she can go on with her 
work without stopping to take 
dictation. Nor does she have to 
sit there while her employer 
makes corrections or while he 


hems and haws and assembles his 


They'll always come back for more a OKA, Act 


Flo-master | Cado-marker | Brite-line Marker | Ke-master | LEB Binder Clips 
Shelf life unconditionally guaranteed indefinitely! Top profits assured! 
CUSHMAN & DENISON Manufacturing Company e Caristadt, New Jersey 
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ideas. At any lull in her other He adds that with dictating 
office work she can transcribe machines, users create more users, 
what her employer has dictated.” He instructs his salesmen that a 
Another selling point is that good source of leads is the peoph 
good stenographers who can take whom they have sold. “They 
dictation rapidly are hard to find. wouldn’t have bought from you 
An employer who loses a_ good unless they had confidence in 
stenographer often cannot find a you,” he tells them. “All of us 
satisfactory replacement. A sales- like to do favors. They'll refer 
man can use as a selling point the = you to their friends.” 
fact that a businessman with a In promoting the machines this 
dictating machine does not need dealer and his brother, co-owner 
a good stenographer; all he needs of the business, utilize direct mail 
is a good typist. advertising, consisting of the 
Asked how Tiernan’s Office manufacturer’s circulars combin- 
Equipment finds prospects for ed with a letter from Tiernan’s 
dictating machine sales, Bill Fer- starting with some such inquiry 
nandez says, “In the same way as, “Do you want time to go fish- 
ve find customers for other office ing —or golfing?” and going on 
machines, mostly by knocking at to explain that the dictating ma- 
office doors. That’s what we in- chine by saving an hour or two 
struct our salesmen to do —ex- each day, may make it possible 
pose themselves to the public for whole afternoons to be taken 
with the product. Any person off for sport or other pleasures. 
with a good product, even if he “We find this a successful ap- 
is not aggressive, is bound to proach,” Bill Fernandez reports, 
make sales if he will keep on “particularly to a man_ whose 
going to one > place after another.’ de sk is piled high with work.” 









Made in 


TESTRITE’S “SEERITE” mogufers 


Optically ground and polished 
glass lenses. The unique green 
metal display stand makes 
sales easy. Each reader at- 
tractively packaged in a 
scarlet and grey box. 
No. 735 10 
CONTAINS 


-22” Readers List $1.75 ea. $3.50 
3” Readers List 2.25 ea. 4.50 
-32” Readers List 2.75 ea. 5.50 
4 Readers List 3.25 ea. 6.50 
rs List 4.50 ea. 9.00 
OTAL RESALE VALUE $29.00 
One $2.00 Display Stand Free with 
Each Assortment 
PRICE TO DEALER — $17.40 
Open Stocks Available—tLess 40% 
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Memory Books for Every Occasion | SELL ART SUPPLIES! 


OSO7E aNd COMPANY 


CR NORWALK, CONNECTICUT 
New York Showroom: 225 Fifth Avenue 


J BIBLES J SHOWER BOOKS 

J WEDDING BOOKS / PHOTOGRAPH ALBUMS AMERICA’S NO. 1 

J ANNIVERSARY BOOKS / SCHOOL MEMORY BOOKS 

/ MUSICAL MEMORY BOOKS / SNAPSHOT BOOKS ART SUPPLY DISTRIBUTOR 
J BABY BOOKS / CHURCH RECORDS . . 

V GIFT LoGs / BABY GIFT, SHOWER will service you from the coun- 
J GUEST LOGS AND BIRTHDAY CARDS try's largest stock of all im- 
J "2 72 BOOKS JEWELED BOOKS | portant art supply lines. 


Write for catalogue 
and dealer discounts. 


ARTHUR BROWN & BRO. INC. 











| 
| 
SS SS | 2 W. 46th ST. NEW YORK 36, N. Y. 
} 
| 
| 
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offers 


VALUE | 
VOLUME 


and 
VERSATILITY 
with Executive tilting swivel chair.” 
i gent 
if WV Suggested Retail Price 
95 
-LINE ~>2? 
in most areas 
1500 SERIES | 


Feature for feature, no other chair offers so MUCH for so 
LITTLE as the new “V” line. Every chair you sell will sell 
another, and ANOTHER— when customers learn the un- 
matched comfort, easy adjustment and scientific seating design 
that helps produce better work with less fatigue. Sell the “V” 
for extra profits and increased volume. 


Write for details! 


CRAMER POSTURE CHAIR CO., INC., 625 Adams Street, Dept. MS-1 1 Kansas City 5, Kans. 
aes for more details circle 119 on last page 


SNAPEX TAX & STOCK 
ANOTHER BUSINESS FORMS MANUFACTURERS 
EX Cc LU Ss IVE — W-2—Approved Federal, State and City wage 


| — tax reports for processing in one operation. 

FEATURE OF W-2 Bessel Forms specifically designed for NCR, Bur- 
= : roughs, etc. 

BOSTON STOCK FORMS—Invoices, Bills of Lading, Pur- 

CHAMPION 


chase Orders, Expense Reports, Speed Letters, 
portable sharpener 






























Credit Memos, etc 
You accept the orders—we do everything else 
under your name. Excellent profits. All forms 
’ imprinted or plain. 

Orders of $150 net of IMMEDIATE SHIPMENTS right from stock 
q more earn FREE delivery! 
+ Your choice of colors: 
Green, Blue, Sandtone, Gray. Write 
for information today, Dept. J 
C. HOWARD HUNT PEN CO., CAMDEN 1, N. J 





Write for trade PROFIT-PLAN now! 
Serving the trade from Coast to Coast 


\ 
APEX BUSINESS SYSTEMS 


540 PEARL ST., NEW YORK 7, N.Y. * Phone: BE 3-7133 
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TICKET PUNCHES 








FOR 
EVERY 
PURPOSE 

















17-33 


Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 1/4” wide, 5/16” deep; No. 
33, not over 1/2” deep 





No. 2 For 1/8-1/4 round holes; 1-1/4” 
reach 
No. 3, 1-1/2” reach & No. 12, 2” reach, same 
style as No. 2 All will take special dies 

So Tally Punch Registers number of punchings to 


99,999. Punches 1/8”, 3/16” or 1/4” round holes - 





NOTCHING \ a malted wha 
PUNCH THE HOGGSON & PETTIS MFG. CO., 141F Brewery St., New Haven, Conn. 
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take 
hold 
convenient and accessible. 
at telephones to 
and reminders. 


these 
erect, 


Designed to 


¢ : little space, 
clips will 


menus, etc. 
Many are used 
hold and organize notes 
Memo clips are carefully 


very 
memos, 


manufactured and have a brightly nickel 
plated base 2 %” in diameter, with a 
clasping arm 2-13/16” high, made from 


high quality tempered and polished stain- 


less steel. Memo clips are packed 21 
pieces to a box. 
Write now for prices. Immediate 
delivery. 
L. D. Van Valkenburg Co. 
HOLYOKE,MASS. 
Quality Est. 1896 Service 
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SHINE... 


Ed-U - Cards 


KIDS 
PREFER 


Always Something NEW 


Children’s Educational Games 2c 
Ed-U-Cards Mfg. Corp. 








13-05 44th Ave., Long Island City 1, 
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Hoe 5s SF 


Oct. 17-21 — Third annual Eastern 
Commercial Stationery Show, Trade 
Show Building, New York City. 

Oct. 19-23 — National Business Show, 
New York Coliseum. 


Oct. 25-27 — East Coast Regional 
OMDA meeting, Grossinger’s. 

Oct. 29-31—Western NOFA Area Con- 
ference, Exhibits, Ambassador Hotel, 
Los Angeles. 

1960 

Jan. 23-24—NOMDA board of directors 
meeting, Austin, Texas. 

Jan. 24-27—Washington Gift Show, Ho- 
tel Willard, Washington, D. C. 

Feb. 7-14—Chicago Gift Show, LaSalle 
and Palmer House, Chicago. 

Feb. 21-26—New York Gift Show, Ho- 
tel New Yorker & Trade Show Build- 


ing. 

March 2-4—Wholesale Stationers Show, 
New York Trade Show Building, N. Y. 

March 6-10—Boston Gift Show, Hotel 
Statler & First Corps Cadet Armory, 
Boston. 

March 20-23—Philadelphia Gift 
Hotel Benjamin Franklin 

April 17—Easter Sunday. 

April 21-22-23—Dist 4, NSOEA meet- 


Show, 


DR. CROSS 
(Continued from page 29) 

training of this kind is a continuing 
process. Unlike skill training, it must 
be continued throughout the life of 
the employee. Bad habits can be 
nearly as dangerous as bad attitudes 
although they are 
vicious. 


usually not so 


Thus we have developed the 
the complete training 
It starts with training in skills 
and knowledge. It is aided by subtle 
attitudes of the 
Finally it continues by 
watching the kinds of habits which 
ire developed by the employee, 
by correcting the bad 


pic- 
ture of pro- 


gram. 


influences upon the 
employee. 


and 
ones before 
they get so deep that they are in- 
curable. 

An organization which works on 
all four phases of training will be 
much better off than one which 
thinks training happens only during 
the first few hours of an employee's 
life with the company. Skill can be 
dissolved by the development of bad 
habits. Knowledge can be nullified 
by a bad attitude. The development 
of all four faces of training is es- 
sential if we are to produce a well- 
trained organization. 
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ing, Golden Gate, Miami Beach, Fla, 

April 29-30—Dist. 5, NSOEA meeting, 
French Lick Sheraton, French Lick, 
Ind. 

May 5-6—Dist. 8, NSOEA 
Western Hills Lodge, 

May 5-8—Nat'l. Art 
Assn. 10th 
trade show, 
Chicago. 

May 9-10—Dist 11., NSOEA meeting, 
Davenport Hotel, Spokane, Wash. 

May 13-14—Dist. 12, NSOEA meeting, 
Mapes Hotel, Reno, Nevada. 

May 15-20—New York Stationery Show, 
Hotel New Yorker. 

May 16-17—Dist. 14, NSOEA meeting, 
Miramar Hotel, Santa Barbara, Calif. 

May 20-21—Dist. 10, NSOEA meeting, 


meeting, 
Wagoner, Okla. 
Materials Trade 
annual convention and 


Edgewater Beach Hotel, 


Denver Hilton Hotel, Denver, Colo. 
May 22-24—Dist. 6, NSOEA meeting, 
Lake Lawn, Wis. 

May 26-27—Dist. 9, NSOEA meeting, 
Shamrock-Hilton, Houston, Texas. 
June 5-6-7—Dist. 7, NSOEA meeting, 

Hotel St. Paul, St. Paul, Minn. 


June 10-11—Dist. 2, NSOEA 
Hotel Sagamore, Bolton Landing, N.Y. 
June 13-14—Dist. 13, NSOEA meeting, 
Hotel Concord, Kiamesha Lake, N.Y. 


CLASSIFIED 
ADVERTISEMENTS 


Deadline for classified advertisements is the 
fifteenth of the 2nd month preceding the 
month in which the magazine is issued. RATES: 
30c a word. Minimum Order: $6.00. Names 
and addresses are to be included in the count. 
Initials or sets of figures are to be counted as 
one word. 


mee — 








HELP WANTED 





SALESMEN WANTED 

AAA-1 Mfr. of wide line of sta- 
products such as binders, diaries, auto- 
Photo Albums, Pencil Bags & many 
terrific staple and novelty stationery accessory 
items, seeks representation to stationery depts. 
of Dept. Stores, Stationery, Gift Stores and 


Outstanding 
tione ry 
graphs, 


Greeting Card Shops. All territories open. 
Liberal Comm. State all details. Write Box 
559 Realservice 110 West 34th Street, New 
York City. 1-60 
Liberal commission selling our Tricks, Bohen ll & 
Puzzles. Counter display racks furnished. 


Robbins Co., 127% 


Mention territory covered. 








West 17th Street, New York City 11. 11-59 
LINES WANTED 
Mfr’s Representative and Wholesaler, Eastern 


Seaboard thorough coverage and following, de- 
sires additional lines or items for: distribution 
to Jobbers and direct sales to retail. Box 250, 
MODERN. STATIONER AND _ OFFICE 
EQU IPMENT DEALER, 1 East First Street, 
Duluth 2, Minnesota. 11/59 

Sheweeem Space 
Ultra modern, air conditioned 
Showroom, heart of stationery and gift field. 
Manufacturer of national fame in_ stationery 
leather goods field has space available for sta- 
tionery, gifts, leather goods or kindred lines. 
Service available. Box 251, MODERN STA- 
TIONER AND OFFICE EQUIPMENT DEAL- 
ER, 1 East First Street, Duluth 2, Minnesota. 


Fifth Avenue 





FOR SALE 





Greeting card display racks. Twenty modern 
four foot fixtures, solid blond birch, like new. 
Sell all or singly, cheap. Ludtke’s, 228 Brady, 
Davenport, Jowa. 11-59 


RUBBER STAMPS, 
trade discount 


Succ., 74 West 


service. 50% 
Jose ph Treu, 
11-59 


1959 


same day 
Crown line dist. 
38th Street, New York 18 
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ADVERTISED PRODUCTS 


Acme Shear Co., 
page 53 
Addo-x, Inc. — Typewriter — page 55 


The — Shears — 


3 Aigner, G. J., Co. — Loose leaf sheets 
page 36. 

4 All-Rite Pen, Inc. — Office pen — page 
59. 


5 Alvin & Co. — Drawing materials — 
page 40. 

6 Apex Business System — Business forms 
— page 67. 

07 Arrow Fastener Co., Inc. — Stapler — 
2nd cover. 


(Art Guild of Williamsburg, 
Greeting cards — page 57. 

0) Avery Label Co. — Labels, correction 
tape — page 42. 

10 Bates Mfg. Co., The — Telephone in- 
dexes — page 63. 


I] Bausch & Lomb Optical Co. — Magni- 
fiers — page 61. 


2 Beckley-Cardy Co. — Chalkboards, 
corkboards, pegboards — page 44. 


Inc. 


113 Bee Paper Co., Inc. — Artists’ papers 
— page 46. 

14 Bostitch, Inc. — Staplers, staples — 
page 7. 

11S Brown, Arthur, & Bro., Inc. — Artists’ 
materials — page 66. 


16 Burroughs Corp. — Carbon paper — 
page 49. 
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is provided for your convenience. 
literature and advertised products 
on the perforated card below, fill in your name, business address and mail the card. 








To obtain additional 


in this issue, simply circle the 


117 Craftint Mfg. Co., The — Painting sets 
— page 39. 


118 Cram, Geo. F., Co., inc. — Globe — 
page 48. 


119 Cramer Posture Chair Co., Inc. — Office 
chairs — page 67. 


120 Cushman & Denison Mfg. Co. — Mark- 
ing devices — page 66. 


121 Dome Publishing Co., Inc. 
books — page 61. 


— Record 


122 Eaton Paper Corp. — Typewriter paper 
— page 3. 
123 Ed-U-Cards Mfg. Corp. — Games — 
page 68. 


124 Faber-Castell, A. W., Pencil Co., Inc. 
— Stick eraser — page 65. 


125 Faber, Eberhard, Pencil Co. — Pencil — 
page 12. 

126 Force, Wm. A., & Co., Inc. — Daters — 
page 62. 


127 Franklin Mfg. Corp. 
machine — page 64. 


128 Gibson, C. R., and Co. — Memory 
books — page 66. 


129 Globe-Wernicke Co., 
pedestal — page 43. 

130 Glue-Fast Equipment Co., Inc. — Mois- 
tener — page 64. 

131 Guide System & Supply Co. — Filing 
supplies — page 65. 

132 Graff, George B., Co. — Moistener — 
page 36. 


133 Hammond, C. S., & Co. — Maps — 
page 60. 


Imprinting 


The — Desk 


information on new prod- 
corresponding 


134 Heyer Corp., The — Drawing-tracing 
scope — page 42. 

135 Hoggson & Pettis Mfg. Co., The — 
Ticket punches — page 67. 

136 Hunt, C. Howard, Pen Co. — Portable 
sharpener — page 67. 

137 International Paper Co. — Bond paper 
— page 4. 

138 Ketcham & McDougall, Inc. — Tape, 
stamp dispensers — page 44. 

139 Linck, O. E., Co., Inc. — Decorating 
device — page 45. 

140 Listo Pencil Corp. — Marking pencil — 
page 53. 

141 Melind, Lovis, Co. — Seals — page 
48. 

142 Merriam, G. & C. Co, — Dictionaries — 
page 37. 

143 Micropoint, inc. — Ball pen refills — 
page 41. 

144 Modern Steelcraft, inc. — Files — page 

145 Montag Brothers, Inc. — Stationery 
promotion — page 47. 

146 Norcross, Inc. — Christmas cards — 
page 10. 

147 Norma Pencil Corp. — Pen-pencil com- 
bination — page 63. 

148 Northern States Envelope Co. — Cur- 
rency gift envelopes — page 52. 

149 Olivetti Corp. of America — Type- 


writers — 3rd cover. 
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Oxford Filing Supply Co. — Filing 
equipment, catalog — page 13. 


Pearl Engraving Corp. — Adding 


machine — page 46. 
Print-O-Matic Co., Inc. — Folding ma- 


chines, mimeographing machines — 
page 54. 
Rogersnap Business Forms — Business 


forms — page 38. 


Schwab Safe Co., Inc. — Blueprint safe 
— page 62. 


Scripto, Inc. — Ball pen — page 56. 


Seneca Novelty Co., Inc. — Rulers — 
page 60. 


Sterling Plastics Co. — Adding ma- 
chines — page 55. 


Testrite Instrument Co., Inc. — Magni- 
fiers — page 66. 


Tuttle Press Co. — Gift wraps, party 
accessories — page 59. 


Van Valkenburg, L. D., Co. — Memo 
clip — page 68. 


Westclox Div., of Gen'l Time Corp. — 
Watches, clocks — 4th cover. 


Regna Cash Register, Inc. — Adding— 
calculating machine — page 35. 


Anco Wood Specialties Inc. — Easels 
— page 40. 


Delbridge Calculating Systems, inc. — 
Tax charts — page 5 
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number on the perforated card below, fill in your name, business address and moil the card. 
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To obtain additional 
in this 

















issue, simply circle 


NEW PRODUCTS 


Office Desk Line 
Water Cups, Dispenser 
Pen for Men 

Fireproof Chest 
Christmas Photo Album 
Metal Cabinet 

Holiday Cards 
Christmas Hostess Ensemble 
New Ribbon Line 

Store Fixtures 

Pencil Sharpener 

Card Game Accessory 
Dealer Name Plates 
Portable Typewriter 
Typewriter Drawer-Stand 
Pen Display 

Air Cleaner 

Pocket Check Writer 
Combination Lamp 
Rolling Ruler 

Iron Frame Typewriter 
Giant Color Murals 
Paint Sets 

Plastic Playing Cards 
Party Goods 

Glitter Pen 


Postage Stamp 
N 


ecessary 
If Mailed in the 
United States 











BUSINESS 





REPLY CARD 











FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.AR., DULUTH, MINN. 
aiattiincentadl 








TELL-ME-MORE DEPT. 


MODERN STATIONER 


1 EAST FIRST STREET 





DULUTH 2, MINNESOTA 
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the corresponding 
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28 
29 
30 
31 

32 
33 
34 
35 
36 
37 


38 
39 


40 
41 

42 
43 


Combination Stapler 
Label Holders 
Adjustable Machine Pad 
Modular Secretarial Unit 
Map Puzzles 

Gun Clock 

Floor Guards, Glides 
Personalizing Napkins 
Punched Labels 
Institutional Chair 

NCR Pegboard System 
Folding Drawing Table 
Coloring Sticks 


Wide Copyholder 
Chair Pads 
Desk Lamp 


Typewriter Papers 


YOURS FOR THE ASKING 


Desk Top Equipment 
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The Lettera 22 and the Studio 44, Olivetti portable favorites the 
world over, offer dealers these important advantages: (1) Full 
profit opportunities on every sale. (2) Superior quality that 
makes satisfied customers. (3) National advertising. To share in 
Olivetti portable profits in the gift season just ahead, write to 
Portable Division, Olivetti Sales Corporation, 375 Park Avenue, 
New York 22, N.Y. 


olivetti 


- - - for more details circle 149 on last page 





Westclox Series of Exciting TV Spectacular 


"SPECIAL TONIGHT 


continues with 2 BIG Christmas Shows! 





DECEMBER 7 


Tt 
HILADELP 
sTUhY" 


WITH TOP STARS 
TO BE ANNOUNCED. 
NBC-TV Network 
9:30—11 p.m. 
Eastern Standard Time 





Clocks will be featured oncom 


mercials, as well as men’s and 
NOVEMBER 27 women’s watches. See the bi 


“MIRACLE ON A AA Pp ) ‘ : tie-in clock assortment below, 
347H STREET” 


STARRING 


ED WYNN, 


EVERYBODY’S FAVORITE 

Fall NBC-TV Network BETSY PALMER 

8:30—9:30 p.m. 

Eastern Standard Time %. Your Westclox Hostess 
Men’s and women’s watches and key- 
wound and electric clocks will be fea- 
tured. See tie-in assortments below. 




















[Hina Wondaful Tema to Give 
WESTCLOX 


Presented by Fic, blew: on TV's 





ORDER “SPECIAL TONIGHT" TIE-IN ASSORTMENTS TODAY! 
AT RIGHT: ASSORTMENT No. 4150 
FREE display with 8 TV-featured clocks 
YOUR COST $32.82 YOUR PROFIT $15.45 
NOT SHOWN: ASSORTMENT No. 5150 
FREE display with 12 specially selected fast sellers. 
YOUR COST $65.97* YOUR PROFIT $36.49 


*includes 5% electric clock quantity discount 


ASSORTMENT No. 7790 

Automatic watch display, featuring Betsy Palmer 

YOUR COST $53.93 YOUR PROFIT $27.82 
COQUETTE, BALLET AND SHADOW THIN WATERPROOF WATCH ASSORTMENTS ALSO AVAILABLE. 


STOCK UP NOW! DON'T MISS A SINGLE SALE! ORDER TODA 


WESTCLOX 


IT'S A WONDERFUL TIME TO SELL! 


MAKERS OF BIG BEN « DIVISION OF GENERAL TIME CORPORATION + LA SALLE-PERU, ILLINO 


- - - for more details circle 161 on last 
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